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ON THE COVER: Last year's casualty aggregates make executives ask, "Where Is the Bottom of That Cycle?" 





ARE YOU AN AGENT WITH A FUTURE ? 


INA’s unique sales and service facilities will help you get and hold business... 
Service Offices in 51 major centers for ‘on-the-spot’ underwriting . . . Claims Service 
with more than 1900 specialists working out of 114 field offices . . . Processing Offices, 
Production Services, Staffs of Technical Representatives and Safety Specialists and 


many other facilities now including life policies for ‘one-stop’ insurance selling. 


GROW WITH THE COMPANY WITH A FUTURE & 


INSURANCE BY NORTH AMERICA 


Indemnity Insurance Company of North America . ! phia Fire Marine Insurance Company . Life Insurance C 








How Combined’s Wholesale 


Hospital —Medical—Surgical 


Provides insurance for you and your 
family against hospital bills, medical- 
surgical fees, emergency accident care, 
polio, and other miscellaneous expenses. 


The family plan includes maternity benefit 
after the policy has been in force 9 or more 
months. There are no age limitations, no 
termination age, no waiting periods. Bene- 


Group Plan Protects You 


Special Disability Income 


Combined’s Disability Income Protection 
has been designed to help pay your every- 
day living costs when yo wcheck stops 
because of accident or 


This flexible plan can i 
individual needs for co 
job, off the job, or both.” 
also payable in addition tot 





fits payable in addition to other insurance. ance. There is no confineméy 
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A:H coverage that sells and renews! 








Looking for a profitable A&H package? can buy both — or either one. Employer contribution 


Here’s one with unlimited sales possibilities . . . is optional. 
that you can sell in your between-appointment 
hours .. . coverage so valuable to the insured 


your renewal commissions are almost automatic! 


Practically all small businesses in your community 
are prospects for this low-cost Plan .. . designed by 
and backed by Combined — second largest exclusive 


Combined’s Wholesale Group Plan fills two accident and health company in the world. 


importante needs; provides small-business 
employees with hospital-medical-surgical coverage 
and disability income protection. The prospect 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas Address 


If you’re a general agent interested in high earn- 
ings in the A&H field, find out what Combined’s 
remarkable Wholesale Group Plan can do for you. 


Combined Insurance Co. of America, Dept. 76 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


Name 








Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 
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HOBBIES ARE 


HEALTHY.. 


...for your clients akd your bank account. 


Hobbies are playing an increasingly greater role in Amer- 
ican life, with more money than ever before being spent 
on equipment and collections. The market for Hobbies 
Insurance is BIG now—and growing BIGGER every day. 


Whatever the hobby—golfing, fishing, boating, hunt- 
ing, photography, stamps, coins or first editions, etc.— 
hobbyists have one thing in common... they place a high 
value on their hobby possessions. 


Your clients and prospects will welcome information 

on how to protect these valued possessions. Show them 
how our Floater Policy, designed for their particular 
hobby, will protect against loss or damage from practically 
“All Risks.” 


NORTH BRITISH AND MERCANTILE INSURANCE COMPANY LIMITED « THE PENNSYL- 
VANIA FIRE INSURANCE CO. * THE COMMONWEALTH INSURANCE CO. OF NEW YORK 
THE MERCANTILE INSURANCE CO. OF AMERICA, administrative office: 150 William 
St., N. Y. 38, N. Y¥. © THE OCEAN MARINE INSURANCE CO. LIMITED, administrative 
office: 111 John St., N. Y. 38, N. Y. © CENTRAL SURETY AND INSURANCE CORP., 
home office: 1737 McGee St., Kansas City 41, Mo. 

A-MULTIPLE LINE GROUP 


Philadelphia ee, a a Pa. ig —, a 
ment, Atlanta 8, Ga. Michigan-Ohio Department, Detroit 26, wR &RAA 
Mich. Midwestern Department, Chicago 6, III. Western Depart- N.B.& ML. 
ment, Kansas City 41, Mo. Pacific Department, San Francisco 4, INSURANCE GROUP 
Calif. Dallas Office, Davis Bidg., Dallas 2, Tex. Denver Office, Established 1809 
University Bidg., Denver 2, Colo. — 


Write our Advertising Depart- 

ment for sales folders and pro- 

motional ideas that will help 

sell Hobbies Insurance and 

build up healthy profits for 
you! 
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Starting immediately, a new program 


Giving recognition to 
America’s “Good Providers” 


Institute advertising messages to present 


life insurance ownership as the mark 


of a “man of responsibility” 


You'll be seeing them soon in the newspapers—warm, friendly mes- 


sages such as the one shown on the opposite page. Combining strik- 
ing photographs with brief thoughtful copy, they show how life 
insurance helps a man meet his responsibilities to his family. More 


than that, they portray the rewards that this unselfish purchase brings. 


In these ways, each message pays tribute to America’s life insurance 


policyholders—our nation’s largest group of “good providers.” 


You will recall that, a year ago, the Institute of Life 
Insurance interrupted what had proved to be a 
highly successful campaign built around the slogan 
“When someone's counting on you... you can count 
on life insurance.” It did this because of the mount- 
ing threat of inflation and the desire to give leader- 
ship to the fight for a sound, stable dollar. 

Today, while there are still certain forces of infla- 


Institute of Life Insurance 


Central Source of Information About Life Insurance 
488 MADISON AVENUE, NEW YORK 22, N. Y. 


“One of the measures of a man” 


tion threatening our economy, the current situation 
would indicate that we should return to a discussion 
of life insurance in our newspaper advertising. This 
gives us an opportunity to add further power and 
impact to our already established theme. 

We believe these messages will serve as powerful 
reminders that ownership of adequate life insurance 
is one of the measures of a man. 


Holgar J. Johnson, President 
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Note that it’s called Life 
job: insuring a more confident life 
INSURANCE + 488 Madis 
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A Combination 
of Many Men... 


A claims man has the smile of a 
friend, the brain of an account- 
ant, the eyes of a hunter, the 
stamina of an athlete and the pa- 
tience and understanding of a 
doctor. 

Group these qualities with ex- 
perience and you get the overall 
picture of a seasoned claims man 
from The Fund Insurance Com- 
panies. Because he’s backed by 
a FUND OF EXPERIENCE, he 
has the knowledge and authority 
to settle a loss and make pay- 
ments promptly. 

He’s on the spot quickly, too, 
because he operates from one of 
the hundred well-staffed local 
offices that blanket the United 
States and Canada. 

Why not let this FUND OF 
EXPERIENCE go to work for 
you? The coupon below will ar- 
range a get-together with The 
Fund representative in your area. 


Fireman's Fund Insurance Company 
Fireman's Fund Indemnity Company 
Home Fire & Marine Insurance Company 
Notional Surety Corporation 


——_ ee ee ee ee 
To: THE FUND INSURANCE COMPANIES 
Production Department * Home Office 

3333 California St., San Francisco, California 


| would like to meet your FUND representa- 
tive 


Nome 








Address 


City 











THESE NAMES MAKE NEWS 


Miller Elected Chairman 


of Health Insurance Council 


Murphy Retires June 30 
From Casualty Association 


Morton D. Miller, second vice 
president and associate actuary 
for The Equitable Life Assur- 
ance Society, has been elected 
chairman of the Health Insur- 
ance Council. E. J. Faulkner, 
president of Woodmen Accident 
and Life, Lincoln, Neb., suc- 
ceeds Miller as chairman-elect. 

Ray Murphy, a former insurance 
commissioner of Iowa, will re- 
tire as general counsel of the 
Association of Casualty and 
Surety Companies on June 30. 

George J. Gross, presently coun- 
sel, has been named deputy su- 
perintendent and counsel to the 
New York Insurance Depart- 
ment. 

Walter E. Otto has been made 
board chairman and chief ex- 
ecutive officer, and H. John 
Lowry, president of Michigan 
Mutual Liability, Detroit. Lowry 
has been executive vice president 
since 1954. 

Richard B. Evans, president of the 
Colonial Life of America, has 
been elected president of Life 
Insurers Conference at its 49th 
annual meeting. 

Lloyd M. Bauman has been elected 
president and a _ director of 
Bankers Security Life of New 
York. Also elected to the board 
were Major General George 
Olmsted, USAR, president of 
United Services and Farmers 
Life, and of the Financial Gen- 
eral Corporation; William L. 
Cobb, president of Northeast- 
ern of Hartford; and R. S. El- 


liott, Jr., executive vice presi- 
dent of Financial General 

C. M. Falline, vice president, W. S. 
Mudge, and Richard H. Wright 
have been elected to the board 
of Bankers Union Life of Den- 


Edmund Fitzgerald (I. above), president of 
Northwestern Mutual Life since 1947, has 
been elected to the new post of board 
chairman. Donald C. Slichter (r. above), 
vice president in charge of the securities 
department, succeeds Fitzgerald as presi- 
dent and is now chief executive officer. 


J. A. Budinger, formerly vice 
president and actuary, has been 
elected executive vice president, 
a new post at Kansas City Life 
Ray B. Lucas has been elected 
counsel, and continues as the 
company’s senior legal officer. 
D. W. Gilmore has been elected 
vice president and counsel. 

H. Smith Hagan, president of Mid- 
land National Life, will join Pa- 
cific National Life, Salt Lake 
City, as senior vice president on 
May 31. PNL is an affiliate of 
Matson Navigation. 

Finlay Allen, formerly vice 
president and secretary, has 
been elected senior vice presi- 
dent of the Home Life of New 
York, and nominated for the 
board of directors. 

Ernest E. Erickson, Pacific Coast 
secretary-manager, has’ been 
elected a vice president of Re- 
liance Insurance, Philadelphia. 

Sir John Makins, for 20 years gen- 

Continued on page 8 
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State Farm’s 


New Jersey agents 


had a bumper year 
in the Garden State 
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...and our New York agents are building an “Empire,” too; 


246% increase in new coverages written during the past year! 


These two youthful agency forces are 
squaring off for the growth champion- 
ship of our Mid-Atlantic Region... and 
the result is bound to be another 
“‘bumper year” for State Farm in both 
states. Although our company has only 


operated in New Jersey for two years, the aggressive showing of 
these agents shows State Farm is there to stay . .. and grow. 
Across the Hudson, our New York state operation was estab- 
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For further Information on any aspect of State Farm operations, write 
Director of Public Relations, STATE FARM INSURANCE COMPANIES, Biocomington, Iilinois 


lished even later. Yet these agents are serving notice that they 
plan to carve out a bigger share of business each year. 

It takes good men to chalk up this kind of performance. And 
we think one of the factors that helps our agents most is the 
unique State Farm marketing concept. Each agent is an inde- 
pendent business man. He represents only State Farm. Through 
this system, he is able to identify himself completely with the 
good name—and strong national advertising—of the world’s 
largest auto insurance company. 


STATE FARM 





IMSURANCE 
. 





for you and for the policyholders on your books. We are referring to 
P M's experienced executive and clerical personnel, operating with the latest 
equipment, in one of the country’s newest insurance home offices. For these 
factors spell efficiency. And efficient operation is the chief reason for—among 
other things—PLM’s reputation for prompt claim payment. Home office facili- 
ties can either bottleneck or bolster your own service to your ¢ lients. W hy not 


get in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building ¢ Philadelphia 7, Pa, 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 


These Names Make News 


Continued from page 6 


eral manager of the Commercial 
Union-Ocean Group, will retire 
May 31. He has been invited t 
join the board of directors as 
deputy chairman. F. E. P. San- 
dilands, pruaiitid general man- 
ager, will d him as gen- 


eral manager. 


James L. Dorris is 
now president of the 
Hanover and Fulton 
Insurance. He fills 
vacancy created by 
the death of F. 
Elmer Sammons. 


Frank V. McCullough has been 
elected first vice president and 
board member of Continental 

Casualty, Chicago. Walter M. 

Foody, Ross D. Heins and Elmer 

J. Rasmussen have been named 

vice presidents of Continental 

Casualty. Dr. C. L. Reeder, 

medical director of Continental 

Assurance, has been elected 

company director. Willard N. 

Boyden has been elected vice 

president and secretary of Con 

tinental Casualty and Continen- 
tal Assurance. 


Winston H. MacCurdy (I. above), formerly 
executive vice president and secretary, has 
been elected president of Liberty Life and 
Accident of Muskegon, Michigan. Frank 
Murray, Jr. (r. above), has become sec- 
retary-treasurer. 


C. J. Adams, secretary, has been 
promoted to vice president of 
National Fire, succeeding Vice 
President F. F. White, retiring 
on May 31. B. C. Young, assis- 
tant secretary, has been 
secretary. 

Alvin C. Braun, Jr., sales man- 
ager, has been named a vice 


Continued on page 10 
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His vos: To heal, to counsel, to protect your health 


Mutual Benefit Life’s job: 


TRUE 
SECURITY 


FOR YOUR 
CLIENTS AND YOU 


Insurance, like medicine, is not for 
amateurs. The Insurance Man is a 
trained specialist who works con- 
stantly to improve himself profes- 
sionally and bring security and peace 
of mind to those he serves. 

And this is especially true of the 
men and women who work with 
Mutual Benefit Life. 

Service to the policy-holder is the 
hallmark of the whole Mutual Benefit 
Life organization. 

The True Security Program is a 
new Mutual Benefit Life develop- 
ment to help its agents maintain 
this reputation. True Security works 
directly for the Mutual Benefit Life 
man. While others sell life insurance, 
the Mutual Benefit Life man sells 
True Security. It is a flexible pro- 
gram, easy to understand and ex- 
plain. As a selling tool, True Security 
is far ahead of the competition. It 
makes a customer not only a buyer of 
insurance, but an investor and a 
planner as well. 

Thus, through Mutual Benefit 
Life’s True Security program, the 
Mutual Benefit Life man is able to 
build a better life for himself, his 
clients, and his family. 


MUTUAL 
BENEFIT 
LIFE 


surance Company 
The American Doctor Lies 53 d $ 
our nation’s health th s Jerstand c forTRUE SECURITY 


and selflessness 


MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK, NEW JERSEY 
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S> Oswald says, 


“You can cut 


Q) 1958 


Commission 


: , 


: 2 


We merchandise life insurance...virtually every type 
known, and advanced new forms are on the drafting board. 
Yet we do keep posted on fire and casualty developments. 


If what we hear is true, certain lines are going through 
the wringer. Maybe commissions are getting adjusted. 
Down. 


If any such thing is happening to you, we ought to have 
a heart-to-heart talk. We know that your circle of clients 
has a life insurance potential. Enough to offset all other 
reductions. Maybe much more. 


Since 1911, we have been life 
company to general lines men. 
We know— 


A reminder. .-- 
ASSOCIATION MEETINGS AHEAD 


Your 1958 Commissions 
can go up and up! 


Ask for our story. A card or brief 
letter will bring it %Oswald. 


oo 


uid 


313344 
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Ae Eastern Department Mid-America Department Pacific Coast Department 
76 William Street 310 S. Michigan Avenve 2975 Wilshire Bivd. 
New York 5, N. Y. Chicago 4, Illinois Los Angeles 5, California 


These Names Make News 


Continued from page 8 


president of Home Mutual, Ap- 
pleton, Wis. 

. Kirk Landon, director and vice 
president, has been named senior 
vice president for credit life at 
American Bankers Life of Flor- 
ida. Leo Sexton has been made 
senior vice president for agen- 
cies. James B. Siske, previously 
director of agencies, has been 
named agency vice president. 
V. S. Courtney, chief under- 
writer, has been made a vice 
president. 


G. Albert Lawton (I. above) has been 
elected vice president and secretary of 
The Home, in charge of life insurance in- 
terests. T. Morgan Williams (r. above), vice 
president and secretary, has assumed 
charge of all sales and production. 


Harlow E. Willis, previously a sec- 
ond vice president, has been 
elected vice president—agencies 
for Michigan Life. 

Robert P. Ebneth has been made 
assistant to the president of 
American International Under- 
writers (Mass.). He will be as- 
sociated with Charles P. Phelan, 
president of the Boston organi- 
zation. Philander Alward has 
been named fire claims manager 
of AIU and affiliates in the 
United States. 

Clifford G. Cornwell has been 
elected board chairman; Harold 
Jackson vice chairman, and 
J. Paul Thompson, president of 
United States Salvage Associa- 
tion. 

C. W. Ohlsen, vice president of 
Sun Insurance, Chicago, has 
been elected chairman of the 
board of trustees of Underwrit- 
ers’ Laboratories, replacing 
E. A. Henne, retired. F. W. 
Spalding, vice president of 
Springfield Fire & Marine; and 
H. P. Winter, vice president, 

Continued on page 90 
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All across the country 


< 
-\ She Camien vs.r. 


builds teamwork, too! 


The Camden—an old line stock company—backs up 
its agents with ideas, suggestions, help in the field 
and top flight sales promotional material! You get 
all this and more with The Camden. See for your- 


self. Send us the coupon that appears below, today! 


FIRE INSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY 


The Camden 
Fire Insurance Association 
Camden 1, N.J. 


Send for samples Please send me free samples of folders and The Camden's plan of 
of these teamwork with its Agents. 


business-building folders Name 





Address 








: 
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Prospect bought 10 Ny 


more insurance 
thanks to The Travelers 
Premium Bud get Plan!’ 





».. JACK C. BUSHMAN, 
Montgomery, Alabama. 


A million dollar Life producer and top multiple- 
line agent, Jack Bushman is enthusiastic about 
PBP...the new plan devised by The Travelers 
that lets prospects wrap up all their personal 
insurance in a single program and pay for it by 
the month with a single check. 

Here’s what Mr. BUSHMAN had to say about a 
recent interview: 

“After reviewing my prospect's insurance 
program, I recommended additional coverage in 
certain lines. He agreed that more protection 
was imperative. However, with a number of renewals 
coming up within two weeks he didn't think 
he could swing any more insurance...until I 
told him about PBP. 

“Tt was significant,’ Mr. BUSHMAN concludes, 
“that the opportunity to make a small down 
payment and to pay on a monthly basis made 1 
easy for this young man to buy the additional 
insurance he needed.”’ 

The Travelers Premium Budget Plan features 
many other advantages. Find out what this 
new advance in insurance marketing offers you. 
Inquire at any Travelers branch office or General 
Agency. Or write Agency Services, The Travelers, 
Hartford 15, Connecticut. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 
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All forms of personal and business insurance including Life - Accident - Group - Fire - Marine - Automobile - Casualty - Bonds 
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Another good reason why people look up to 
The Man from Equitable 


Living Insurance by Equitable 


w York 1, N.Y, 
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CONTINENTAL AMERICAN 


builds success on solid support 


Superior product is a substantial pil- 
lar of our success. We developed it by 
pioneering in preferred class life insur- 
ance... by planning our policies with 
flexibility to meet changing times and 
trends, as well as individual needs... 
by providing maximum protection at 
lowest cost. These are the reasons Con- 
tinental American policies are recognized 


as superior by discriminating buyers. 

Equally, our success is built on quality 
representation—the highly trained, wide- 
ly respected men who sell and serve the 
buyers of our superior product. Together, 
these twin pillars sustain high average 
sales —an enviable characteristic of 
Contintental American for more than 
fifty years. 


COMPANY 


Delaware 


INSURANCE 


Wilmington, 


CONTINENTAL AMERICAN LIFE 
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“Relax, man! Write your comp and liability with Bituminous and you won't need those!” 








Beat competition with Bituminous! 


We can’t guarantee to take all the headaches out of the agency 
business. But we can put you in a better competitive position to 
write — and hold on to — those big comp and liability premiums. 
Bituminous’ rating plans and — more important — 
Bituminous’ methods for applying them, offer your important 
client the protection he has to have at a cost he will find attractive. 
Get set with Bituminous and see. 


Bituminous 


CASUALTY CORPORATION 


Bituminous Fire And Marine Insurance Company 
ROCK ISLAND, ILLINOIS 


Specialists in Workmen’s Compensation and Liability Lines 
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B Raton @nchmetiene(cmerwicommulel 
role in the winning of the West. To the U.S.F.&G. AGENTS 


we eelaMac: iam elbcce)caccelcae Me) cejccusleey This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
Because of its henhere)deztele ama ele! should WEEK ... designed to increase your 
prestige with the insuring public. 


Today we protect ourselves with insurance. 


So camrlelemeeecielianye 
nave (gersete(ontamierierectelec 
agent or broker as you 

Veltl em veltiare eco memCivalan 


: : ee | Casualty-Fire-Marine 
YOUR ndvponden ’ ‘ Insurance ¢ Fidelity- 
Insuran AGEN p ie Surety Bonds 


yeu 


United States Fideliry & Guaranty Co., Baltimore 3, Md. * Fidelity Insurance Co. of Canada, Toronto 
Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md 
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a k-mme 2-08.¢-mtee CONnNfidence 





Confidence bred of knowledge — 

full knowledge of the complete 

service he can provide. 

A John Hancock agent knows 

he has a full kit of policies — Family 
policies, Business life insurance 
coverages, Personal Health insurance, 
Annuities, as well as a wide variety 

of up-to-date Group plans and all regular 
forms of individual Life policies. 

He is thoroughly trained in 

presenting the most effective type and 
the proper amount for the 

individual needs of his clients. 


(hn Hancock 


LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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THE LIFE 


tourany OF 


Here they are—the five top leaders in Life an outstanding record of sales and service. 
of Virginia’s Ordinary Division. The kind of record that is making Life of 

Virginia “The Natural Bridge to Security” 
In 1957, each of these men, either per- for an ever growing number of individuals 
sonally or as an agency leader, established and families. 
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RAINY-DAY 
PROTECTION 


o * 


All insurance, in effect, gives 
your clients protection against 
a future “rainy day”...and for 
the most comprehensive home 
protection, there is no substitute 
for a dwelling “package pol- 
icy.” These modern contracts 
give broad coverage for home- 
owners and tenants...and at 
a substantial saving. 


‘ 


Our sales aid material on dwelling “package policies” 
is available to and has been used successfully by representatives 
of Crum & Forster Companies. Show your client the way to complete home insurance 


in one policy! The results will be pleasing to both of you. 


CRUM & FORSTER GROUP *®* 
of Insurance Companies fama I ico 
CASUALTY + FIRE + MARINE + SURETY ~~ 


UNITED STATES FIRE INSURANCE CO Organized 1824 
THE NORTH RIVER INSURANCE CO... . Organized 1822 THE WESTERN ASSURANCE CO., U. S. Branch Incorporated 1851 
WESTCHESTER FIRE INSURANCE CO. . . Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch .. Incorporated 1833 
110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO © SOUTHERN DEPT. ATLANTA ©» ALLEGHENY-OHIO DEPT., PITTSBURGH © VIRGINIA-CAROLINAS DEPT., DURHAM, MW. C. 
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““Unforeseen events .. . need not change and shape the course of man’s affairs”’ 


Shrunk 


Money doesn’t go so far today. With inflation, times have changed. 


And so have your insurance needs. The value of your home, your furniture and other 
personal possessions has soared sky high... about 70% in the last eight years for dwellings alone. 
Why not play safe, financially? With the help of your Maryland agent or broker, 
find out the actual replacement value of your home and all your furnishings and 
personal effects at today’s prices. Then bring your protection up to date. 


Remember: because your Maryland agent knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value. 
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it’s your future 





MAKE 
THE 
MOST 
OF IT! 


Call it a job, call it a position... it 
must fill certain requirements to 
make it a satisfying career. 


A career with Mutual of Omaha 


will fill these Requirements for You... 


SUPERVISION ... New Man schools for the be- 
ginners. Management Training Schools for the 
capable veteran. Health and Accident Insurance 
Training from the fundamentals to the most ad- 
vanced seminars. 


SELF-MANAGEMENT... The opportunity to 


handle your own affairs, to develop your own 
business. 


SECURITY .. . Newest Sales methods, tremendous 
pre-selling advertising campaigns, finest coverages 


available keep you selling, open more doors, keep 
you active and in business. 


SATISFACTION ... Knowledge that, as a skilled 
insurance man, you are providing the finest 
available service to members of your commu- 
nity through the Largest Exclusive Health and 
Accident Company in the World. 


SUCCESS... Financial independence through a 
growing income, greater prosperity, enhanced 
prestige in your own community. 


For details on how you ean find a satisfying career with this fine company, write to 


Mutual of Omaha, Department sp 558. 


Mutual of Omaha General Agent. 


Mutua 


Home Office: Omaha, Nebraska 


m/s 
€ y, 


Omaha, Nebraska, or see your local 


> 
JOF OMAHA 


_— 


oy V. J. SKUTT, President 


Canadian Head Office: Toronto 


MORE THAN $900,000,000 PAID IN BENEFITS 
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ANOTHER 
GROUP ADVANCE 
BY NATIONWIDE ! 


BIG case treatment for small 
Group cases—that’s what 
you get with Nationwide’s 
Group Insurance Plans. 

' No wonder so many Group 
writers prefer Nationwide — 
for expert, local service... 

for special treatment of 
small Group cases (10 to 24 
lives) that saves you 

* administrative time and 
E expense...for outstanding 
| new coverages at low cost! 
» For further information, 
- contact Nationwide 
Group Department, 

246 North High Street, 
Columbus 16, Ohio. 


Mr. Samuel C. King (left) of Samuel C. King Agency, N.Y.C., 
with Dr. F. F. Bradshaw, President of Richardson, Bellows, Henry & Company, Inc., N.Y.C. 
Dr. Bradshaw’s firm is covered by Nationwide Group Insurance. 


ATIONWIDE 


INSURANCE 


NATIONWIDE MUTUAL INSURANCE COMPANY ¢« NATIONWIDE LIFE INSURANCE COMPANY 
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capitalize on the inviting business 


ee eee 


American interests spend at least 


>200,000,000%* 
A YEAR 


on overseas insurance. 


How much commission are 


yOu 


collecting on this kind of business? 











«worto 
Mo, 


a 


specialists in overseas coverage of American risks since 1919 stand ready 


£ 
e 
2 


*) help you participate in this profitable business. 


*This is a fair estimate—the actual amount may be considerably larger 


ROUTE RS I SS a A RS Pg 


FREE booklet, “Hidden Dangers,” American International Underwriters Corp. 
prepared expressly for your use Dept. L, 102 Maiden Lane, New York 5, N. Y. 


with prospects, will help you 7 
Please send me copies of “Hidden Dangers,” to help me pros- 


pect for overseas business. 


possibilities open to U.S. brokers 
and agents through the coverage of Name 
their local clients’ foreign risks. 


i : Address. 
It is yours for the asking. _ 


City... Zone State 
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WHAT'S 


Sometimes the most interesting differences are found 
between similar things. In our business the differences 
between the policies and programs of one company 
and another serve the public by offering choice and by 
keeping the industry competitively healthy. 

Here, for example, is a run-down of certain plans avail- 
able with New England Life. While the purposes they 
serve are similar to those served by other companies, 
there are a number of important distinguishing features. 


FAMILY PLAN For each $5,000 of permanent insurance 
on the father, $1,000 term (maximum 3 units) may be 
provided for wife and children ($500 before six months). 
Expiry date is at wife’s age 55 or 65; insurance on children 
to age 25 or expiry date if earlier. When the father al- 
ready has permanent insurance with New England, this 
can qualify additional units up to three after the first unit 
is established with a new base policy of $5,000. 


ONE-APP PLAN An alternate plan for establishing per- 
manent insurance on family members. When the father 
takes out his policy, a single non-medical application can 
be used to request policies on his wife and children. 


AUTOMATIC MONTHLY PREMIUM Policyholder simply 
authorizes bank to make payment when premium notice 
is sent to bank by the company. 

EXTRA PROTECTION RIDER We now offer a choice of a level 
term rider either for 10 years only, or for 10 years with 
privilege of renewing for an additional 10 years. 
DIVIDENDS GRADED BY SIZE ON NEW ISSUES Larger 
policies get increased share of dividends — no reduction 
in gross premiums or commissions. 


24 


LARGER SURRENDER VALUES On ordinary life policies of 
$15,000 or more issued after November 1, 1957. 


RETIREMENT INCOME CONTRACT Guarantees an attrac- 
tively high rate of monthly income at low cost. 


JUNIOR ESTATE BUILDER Choice of two plans. Excellent 
cash value picture. 

PENSION PLANS Fully insured or combination, automatic 
issue up to $25,000 (subject to state laws) with increases 
allowed up to twice the initial limit, maximum $40,000; 
sub-standard, graded death benefits, special contracts for 
older ages and short duration. 

GROUP MAJOR MEDICAL Offering the unusual Progres- 
sive Maximum feature. This allows employees, who have 
exhausted their maximum in benefits paid, to become 
eligible for further benefits automatically and without 
medical examination. 


* * * 


New England Life agencies solicit surplus and brokerage 
business. Expert assistance will be offered. 


NEW ENGLAND 
SMiluid L1 F Efe oe 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA— 1835 
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Safety on our highways 


is everybody's business! 


America Fore Loyalty’s current advertisement 
reaching an audience of 100 million people is 
part of our effort to reduce the toll of 


deaths and injuries in automobile accidents. 


Appearing Currently in: 
* THE SATURDAY EVENING POST 
* NATIONAL GEOGRAPHIC 
* READER’S DIGEST * LIFE 
*« TIME * NEWSWEEK 


* FORTUNE 


America Fore / 
Loyalty Group // 
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A highlight of the 1958 conventions 
occurred when Los Angeles Manager 
John G. Edmundson received the coveted 
Jer Clark Award for outstanding 
1 agency development. Left 

r President John A 

undson and Executive 

CLU 


Arthur A. Ebenstein of Los Angeles earned 
the Presidency of this year’s $500,000 Club 

leading the Company in 1957 with 
total life insurance sales of $3,624,879. It 


The candlelight c 
mony 

dramatic 

the lives 

who qualify 
President's Club is 
an occasion for the 
President of the Com- 
pany to recognize 
their accomplish- 
ments and remind 
them of continuing 
responsibilities 
to their profession 
and their clients. 


THE UNION CENTRAL LIFE 


Each year, The Union Central sponsors two major 
business meetings, the $500,000 Club and _ the 
President’s Club conventions. Traditionally, each of 
these meetings requires months of study, research 
and preparation plus days of intensive execution. 


Round table discussions and seminars exploit 
such specialized areas as comprehensive business 
protection, estate analysis, pension funds, Group 
insurance and programming. Dramatized skits, slides 


and other visuals introduce new products, explore 
new markets, present new merchandising, adver- 
tising and circularization materials, demonstrate 
important techniques of successful salesmanship. 
To justify the planning, work and expenditure. 
qualified agents are required to attend these meet- 
ings and maintain substantial production levels as 
evidence of professional interest and sales potential. 
Make no mistake about it — these meetings are 
real work sessions. The sole purpose of Union 
Central conventions is to provide an advanced 
program of instruction and motivating sales ideas. 
The fulfillment of this purpose is reflected in the 
Company's continuous growth and ever-expanding 
production capacity of an enthusiastic Field Force. 


Mr. Charles Sawyer, former Secretary 
of Commerce and once Ambassador 
to Belgium, was guest speaker at the 
1958 President’s Club convention. He 
discussed current economic conditions 


INSURANCE COMPANY .-. CINCINNATI 
Security for the American Family since 1867 


THE SPECTATOR 





on Odilorial 





Inflation Endangers Economic, Political Welfare 


W: recently received from one of America’s 
outstanding citizens, in reply to our inquiry on 
life insurance, an expression of his great fear 
of further inflation. 

His statement implied an acceptance of the 
probability that inflation was imminent and even 
inevitable. The debilitating results of inflation 
indeed could be so harmful to the economy and 
to its financial integrity that if no counteracting 
force is developed now, the nation’s basic social 
structure could be imperiled. The problem to THE 
SPECTATOR seems sufficiently serious as to evoke 
the best efforts of leaders in government, banking 
and business in its avoidance. 

The institution of life insurance has long been 
aware of the insidious and distressing influence 
of inflation on financial stability and well being. 
Through the Institute of Life Insurance, an 
educational campaign has been conducted whose 
purpose has been to awaken men and women to 
inflation’s dangers. To attain best results, this 
campaign must be aided by the active participa- 
tion of every insurance employee be he, or she, 
executive, agent or office worker. 

While it is important for people in every 
stratum of economic life to be ardent against 
inflation, insurance must be leaders in the fight. 
The business of insurance is to build sound 
financial programs for their patrons which will 
provide a measure of permanency to their finan- 
cial safeguards. The ultimate effect of inflation 
whether it be chronic, creeping, temporary, or 
permanent is a weakening of dollar values. This, 
of course, depreciates investment and savings. 
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Inflation is 4 potential evil not only to our finan- 
‘ial welfare but to our economic and _ political 
freedom as well. The dollar of the employer and 
the employee, the insured and the pensioner, the 
banker and the industrialist can be reduced to 
impotence by inflation 

The incentive for diligence and saving is 
thwarted by inflation. Few can be benefited by it. 
The fight must be conducted with intelligence and 
carried on with vigor by the multitude. To fight 
effectively, and so gain a victory, an understand- 
ing of the mechanics of inflation must be gained. 
Not only should the crusade against inflation be 
the job of life insurance men and companies, 
but every property insurance person and company 
should join in the venture. Much of the current 
high costs of operation, the high loss ratios and 
the dissatisfaction with insurance coverages can 
be traced to these inflationary trends. Thorough 
information and analysis of how the forces of 
inflation came into being and are nurtured should 
be made readily available. 

Insurance men must acquaint themselves with 
the basic facts of every political, economic, busi- 
ness and social movement which might have a 
bearing on the increased inflation. They should 
as well be conversant with the history of its 
destructive influence on other nations and the 
status of the industry, employment and com- 
merce of such nations. Thus, they may appreciate 
how inflation can ruin an individual and even a 
nation. Once cognizant of its evil, vigorous cam- 
paigns for its elimination are sure to follow. They 
must be supported by every income group. 


J fel: Catllee 





spectator’s daily reports 


selected news items from industry and business of importance 





Capitol Headlines 


by Ray Stroupe 


Alternate permanent methods of taxing life insur- 
ance income are suggested to Congress by the Trea- 
sury Dept. One would be designed to reflect full net 
earnings of life firms. It would allow deductions for 
all expenses, interest, and reserve requirements, and 
amounts paid to policyholders. 


Second Treasury method would modify the present 
law to raise the portion of investment income subject 
to tax. Taxable income, as seen by the Treasury 
Dept., then would change in this respect: It would 
agree more closely with the general margin of in- 
vestment income above required interest for policy- 
holders. 


Bill newly passed by the Senate would boost fed- 
eral workers’ group life insurance contributions by 
7¢e per $1,000. This increase would be deducted each 
payday. But the bill, now before a House committee, 
would slow the rate of decline in the value of policies 
from 2 pct to 1 pet per month, after age 65. 


States must enforce their laws covering accident 
and health insurance advertising, government law- 
yers contend. They argue before the U. S. Supreme 
Court that if states fail, the federal government can 
regulate the ads. The Court has listened to and now 
is weighing arguments in two A&H advertising cases. 


Roundup in Washington shows compulsory auto 
insurance bills have been introduced in eight states 
this year. They are Rhode Island, Delaware, New 
Jersey, Mississippi, South Carolina, Kentucky, Mary- 
land, and Virginia. Bills in the last three states on 
the list died when legislatures adjourned. 


Vigorous private leadership in urban development 
is called for by H. Bruce Palmer. The president of 
Mutual Benefit Life, Newark, N. J., presented his 
views at the 46th annual meeting of the U. S. Cham- 
ber of Commerce. He is a newly-elected director of 
the Chamber. 


Every means of restraining the rise in medical care 
costs must be examined, Dr. A. C. McGuinness points 
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out. This action is essential if insurance carriers are 
expected to produce broader coverage at payable 
rates, he affirms. He is special assistant to U. S. 
Health Secretary Marion Folsom. 


Opposition to a federal takeover of state work- 
men’s compensation programs is voiced by Labor 
Secretary Mitchell. But the states need to improve 
laws under which the injury pay programs function, 
he stresses. Full coverage and full medical benefits 
should be two of the chief aims, Mr. Mitchell says. 


Educational programs directed toward safety can 
reduce farm and home accidents, President Eisen- 
hower declares. He proclaims National Farm Safety 
Week, beginning July 20, and invites widespread ob- 
servance by organizations interested in farm resi- 
dents’ welfare. He urges all farm families to engage 
in a drive to prevent mishaps. 


Safety work in American coal mines was at a very 
high level in March. Fatal accidents were kept to the 
lowest total in nearly 50 years, U.S. Bureau of Mines 
discloses. Even so, there were 14 fatal injuries in the 
mines—1ll in bituminous and three in anthracite 
operations. 


Annual life insurance company applications for 
authority to sell to servicemen abroad must be filed 
with Defense Dept. soon. Filing dates are May 1 to 
June 30. Chairman, Life Insurance Board, Office of 
the Assistant Defense Secretary (Manpower), in 
Washington, can supply copies of the outlined mini- 
mum policy requirements. 


Revenues into state-administered insurance trusts 
topped outlays by $896 million in the fiscal year 
ended in 1957. Bureau of Census reports the amount 
taken in by jobless pay systems was $1.7 billion. 
Other receipts brought revenues up to $3.209 billion. 
All outlays added up to $2.313 billion. 


Extra indemnity protection is recommended for 
contractors handling dangerous military items. Rep. 
Vinson, D., Ga., would have Defense Dept. extend 
this security, additional to private insurance protec- 
tion. Federal liability for a single damage-causing 
incident would not exceed $500 million. 
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Amicus Brief filed 
in Supreme Court 


by PAUL WOOTON 
Member, Chilton Editorial Board 


April 4—An amicus curiae brief 

has been filed with the 
United States Supreme Court. 
Joint action was taken by the Life 
Insurance Association of Amer- 
ica, the American Life Conven- 
tion and the Health Insurance 
Association of America challeng- 
ing the Federal Trade Commis- 
sion’s broad claim of jurisdiction 
over accident and health insur- 
ance advertising. The two cases 
before the Supreme Court—Fed- 
eral Trade Commission vy. Na- 
tional Company and 
Federal Trade Commission vy. The 
American Hospital and Life In- 
surance Company—raise the ques- 
tion as to whether the FTC may 
regulate the advertising of insur- 
ance in States where that adver- 
tising is regulated by State law. 


Casualty 


Two Previous Decisions 

Brief asks the Court to decide 
in favor of the companies. Two 
previous decisions by the Courts 
of Appeals of the Fifth and Sixth 
Circuits ruled that the FTC has 
no jurisdiction over accident and 
health advertising where that ad- 
vertising is already regulated by 
State law. 


What About The 
Sherman Act 


April 7—If the Federal Trade 

Commission is held to have 
jurisdiction over insurance com- 
pany advertising now regulated 
by state laws, then the Sherman 
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be held at this session. It 
possible that he may name 


the insurance situation and 


Congress. 
An important contribution 





tee of a few members 


insurance with a drastic increase 


of Congress to saddle life 


in taxes have been sidetracked 
for this session of Congress, a 
least. Chairman Wilbur D. Mills, 
of the Ways and Means Com- 
mittee, has let it be known that 
no hearings on the matter will 


special sub-committee to study 


prepared to report to the next 


the life insurance tax discussion 
has been made by the Treasury. 


WASHINGTON TRENDS 


While the 
agree with all the points in the 


companies do not 
statement, they are impressed 
with its moderation and the 
evident willingness of the Trea- 
sury to give careful considera- 
tion to the changes suggested 
by the companies. 
In view of the success 
advertising campaigns in sev- 
eral states in combating unwise 
legislation, the life 
companies are resorting to that 


insurance 


medium to express views on tax 
reduction, public works legisla- 
tion and similar actions likely 
to lead to inflation. 





Act (Federal 
could be held to forbid the system 
of making property and casualty 
insurance rates used for many 
years. The McCarran Act, ap- 
proved by Congress in 1945, per- 
mits pooling of insurance statis- 
tics under state supervision for 
use in rate-making. Few insur- 
ance companies are large enough 
to decide how much to charge for 


anti-trust law 


insurance upon the basis of their 
own statistics, and without pool- 
ing rates could be too high or so 
low as to endanger the solvency 
of many insurance organizations 
This is a principal point made 
in the amicus curiae brief just 
filed with the U. 
by the American Mutual 
Alliance, Chicago, national 
Continued on page 30 


S. Supreme Court 
Insur- 


ance 
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Daily Reports 


Continued from page 29 


association of property-casualty 


nsurance companies. 


Danger Zones 

for Shipping 

April 10—Marine insurance un- 
derwriters are 

cerned over the Indonesian navy’s 

announcement, on March 26, that 

mines had been laid along a 60- 

mile stretch of coastal waters off 

Western Sumatra. This followed 

announcement of the 


deeply con- 


an earlier 
laying of a mine-field off Bitung 
harbor in North Celebes. 

Both areas were declared dan- 
ger zones closed to international 
shipping. 

Underwriters, know 
from past experience that the end 
of the Indonesian crisis will not 
end the mine risk in that area. 
Mines once laid are difficult to 
recover, and since the end of 
World War II 446 vessels have 
been damaged or sunk as a result 
of mine explosions. 

During the past two years, al- 
most 250 floating mines have been 
specifically reported by ships at 
sea or shore stations. While the 
greatest concentration of reports 
comes from the waters around the 
British Isles, an increasing num- 
ber of mines has been sighted in 
the Gulf of Mexico and in the 
U. S. Atlantic ship- 
lanes, as far north as Cape Cod 
and south to the Florida Strait. 


however, 


coastwise 


Governor Signs Bill for 
“Leeway" Investments 


April 14—Governor Harriman has 
signed the bill amending in- 
vestment restrictions of domestic 
life insurance companies. This 
makes New York the 23rd state 
to have a “leeway” provision, per- 
mitting investment of a limited 
portion of reserves in unspecified 
channels, according to the Insti 
tute of Life Insurance. 
New York is the last of the 
states in which larger life com- 
panies are domiciled to enact this 


liberalization in investment laws. 
The New York change permits 2 
per cent of total assets to be in- 
vested in other than specifically 


The new section of the insur- 
ance law in New York has a limi- 
tation not common to most of the 
other state laws, in that the New 


authorized investments. In most York law provides that the 2 per 
of the other 22 states with such cent shall not’ be 
provisions, the “leeway” provision limitation 
commonly runs 5 to 8 per cent That is, 
and in one state as high as 25 per the 5 per cent permitted for com- 


exemption 
deemed to alter any 
otherwise established. 


cent. mon stocks, for instance, cannot 





REPORT FROM CANADA 


1957 Insurance Sales by Canada Life 


N 1957 sales of life insurance in Canada reached an all-time high. 

Value of new policies put into force by Dominion registered com- 
panies during the year reached a total of $4.9 billion. This represents an 
‘ncrease of approximately 20 per cent during 1957 and a jump of 56 per 
cent over 1956 sales. 

Greatest gains were recorded during the first nine months of the 
year, with a tapering off in the rate of increase in the last three months 
Sales of ordinary life insurance recorded the largest increase, up 25.3 
per cent over the previous high in 1956. 

Insurance in force in companies registered by the Federal Department 
of Insurance topped $33 billion at December 31, 1957, compared with 
$29.1 billion at the end of 1956, an increase during the year of 13.7 per 
cent and in the past two years of 30 per cent. 

Here are comparative results for 1957 and 1956 of Dominion regis- 
tered companies: 

Life insurance companies in Canada 
(Dominion registered companies) 

1957 1956 
Figures in thousands of dollars 
607,111 564,724 
131,961 117,046 


 Increas: 


Premiums 
Annuity considerations 
New insurance effected— 
Ordinary 
Group 
Industrial 


3,861,093 
1,004,728 
72,872 
Total 4,938,693 
Insurance in force— 
Ordinary 
Group 
Industrial 


22,324,233 
9,163,426 
1,599,402 

Total 33,087,061 
Claims incurred— 
(Death, disability, 
maturity ) 
Annuity payments 


200,670 
18,107 


Foreign business 

Life insurance is one of Canada’s important exports. More than one 
and a half million people in 50 different countries own policies issued by 
Canadian companies. Canadian companies doing business abroad reported 
sales during 1957 of new life insurance of over $1.3 billion. This repre- 
sents a 5.5 per cent gain over the previous year. 

Business in force in countries outside Canada topped $9.5 billion at 
the end of 1957, up 9.1 per cent over the total at the end of 1956. About 
80 per cent of the total business in force is ordinary life insurance. Of 
the life insurance in force abroad, 69 per cent is on the lives of policy- 
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be increased by this new provi- developing new channels for in- 
vestment. With this 
‘imited investment may be made 


in these new channels pending 


sion, nor can there be an increase 
in the maximum limit allowed on 
home 


provision, 
mortgages in relation to 


value. legislative action to specificall) 


The “leeway” authorize the new type of invest- 
ment. In the 


would have been helpful in the 


provision of the 


investment law is designed to per- recent past, this 
mit the companies to invest in 
new enterprises of all kinds in a field of 


financial world that is continually 


“lease-back” real estate, 


not permissible in New York un- 





Companies Reach All-Time High 


holders in the United States. Herewith we give comparative statistics 


of foreign business for 1957 and 1956. 


Foreign business of Canadian life companies 
(In thousand of dollars) 


1957 
259,608 


54,326 


1956 “) wmecrease 
245,961 6.0 
54,155 


Premiums 
Annuity considerations 
New insurance issued 
Ordinary 
Group 


1,138,634 
200,428 


1,339,062 


1,046,049 
222,584 
Total 1,268,633 
Insurance in force— 
Ordinary 
Group 


7,073,689 
1,649,366 


Total 
Claims incurred— 
(Death, disability, 
maturity) 
Annuity payments 


98,194 


20,371 


88,644 
19,131 


Life interest Earnings Rise 
Rates of interest earned on invested assets by Canadian life insurance 
companies continued to rise during 1957. Earnings by all companies, 
after deducting investment expenses, was 4.51 per cent, compared with 
4.31 per cent the year before and an all-time low of about 3.2 
1947 and 1948. A general increase in interest rates, plus a continued 
switch to higher yielding investments were the chief factors in the 


per cent in 


increase. 
Here are comparative interest 


operate in the United States: 


rates of Canadian companies whict 
Net interest earned 


1956 1955 


Canada 
Confederation 
Crown 

Dominion 
Great-West 
Imperial 
Manufacturers 
National 

North American 
Northern 


Sun 
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til 1946, but once made permissi- 
ble, representing a_ portfolio 
which has grown to nearly $2 bil- 
lion for the business as a whole. 


Dr. Huebner Leaves 
on Far East Trip 


April 14—Solomon Stephen Hueb- 

ner, pioneer insurance educa- 
tor who recently observed his 
76th birthday, sets out May 12 for 
an 11-week 30,000 mile journey in 
the interest of insurance educa 
tion. 

Itinerary for his latest trip, on 
which he will be accompanied by 
his wife, includes 22 days in Aus- 
tralia, 6 days in New Zealand, 
and 3 days in the Fiji Islands. 


Lectures in Japan 
Japanese insurance executives 
attending the International Insur- 
ance Conference in Philadelphia 
last May asked Dr. Huebner to 
lecture in a number of Japanese 
The trip was worked 
out under the 
United States 


state. 


iniversities. 
auspices of the 
Department of 


Dr. Huebner will spend 35 days 
in Japan where his ac 
be arranged by a committee of 


tivities will 


representatives of the Association 
f Life 


Association of Fire and Marine 


Insurance Companies, the 


Insurance Companies, the Jap- 
anese Society of Insurance Sci- 
ence, the Institute of Actuaries of 
Japan, and the alumni of the Uni- 


versity of Pennsylvania in Japan. 


The National Bureau of Casualty Under 
writers has announced the election on 
May 13 of William Leslie, Jr., as gen- 
eral manager. He succeeds his father 
William Leslie, who has retired after 
28 years as executive head of the rate 
making organization. New genera! man- 
ager (I. above) was formerly secretary 


and actuary of the America Fore Group 


Continued on page 32 
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Junior Fire Marshals 


Deliver Door Tags 


April 18—A door tagging project 
aimed at reaching 6,000,000 
American homes is being launched 
this month by Junior Fire Mar- 
shals. Announcement was made 
by James C. Hullett, President of 
the Hartford Fire Insurance Com- 
pany, sponsors of the nationwide 
public service JFM Program. 


Seasonal Suggestions 
Carrying six seasonal sugges- 
tions for spring fire safety, the 
tags are distributed by 
Hartford Fire agents who conduct 
the year-round campaign in more 
than 10,000 communities in co- 
operation with school and fire of- 
ficials. The current safety activ- 
ity is the final phase of the 1957- 
58 program for elementary school 
children. 

In addition to the special tags, 
Junior Fire Marshals also are re- 
ceiving a 16-page Spring issue of 
the Junior Fire Marshal Maga- 
At the same time, teaching 
with suggested classroom 
lessons in spring and summer 
distributed to 
participating school teachers. 


being 


zine. 
units 


safety are being 


How Many Trips 
to the Doctor 


April 23—“John Doe”’—the aver- 
age citizen—sees his doctor 
about five times during the year, 
says the Health Insurance Insti- 
tute. They cite a report issued 
from the National Health Survey. 
Authorized by Congress. in 
1956, the National Health Survey 
Program is a continuing study of 
the health care needs of the 
American people by the U. S. Pub- 
lic Health Service. 

Most patients visit the doctor’s 
office, the Institute reported, while 
home calls by the doctor account- 
ed for less than 10 per cent of 
the visits. 
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Some of the early statistics 
available from the Public Health 
Survey, which covered the months 
of July through September 1957, 
showed that city residents con- 
sult a physician more often than 
those living on farms or in rural 
areas. People on farms see a doc- 
tor at a rate of 3.6 visits per per- 
son per year, as compared with 
4.5 for the rural non-farm popula- 
tion. In the cities, the rate of doc- 
tor visits per person per year was 
found to be 5.1. 


Preventive Care 

Not all physicians’ calls involve 
treatment, the Institute stated. 
The Survey figures revealed that 
two-thirds of all doctor visits call 
for diagnosis and treatment, with 
the remainder involving preven- 
tive care or other such services. 


Is Boom Over? 
April 23—March purchases of 
life insurance, amounting to 
$5,688,000,000 brought the aggre- 
gate for the first three months of 
the year to $15,950,000,000, some 
6 per cent more than a year ago. 
This was the largest March and 
largest first quarter total on rec- 
ord. The March figure, reported 
by the Life Insurance Agency 
Management Association, com- 
pared with $5,653,000,000 in 
March of last year. 


Ordinary Down 2% 

Purchases of ordinary life in- 
surance in March were $3,901,- 
000,000, a 2 per cent decline from 
March a year ago. 

Industrial life insurance bought 
in March amounted to $509,000,- 
000, a decrease of 10 per cent 
from the corresponding month 
last year. 

New group life insurance 
amounted to $1,278,000,000 in 
March, a rise of 15 per cent from 
March a year ago. These repre- 
sent new groups set up and do 
not include additions under group 
insurance contracts already in 
force. 

In the first three months of the 
year, total life insurance pur- 
chases were $959,000,000 more 
than in the first three months of 


1957. Ordinary life insurance 
bought accounted for $10,867,000,- 
000 of the three-month aggregate, 
an increase of 4 per cent over last 
Industrial life insurance 
purchases represented $1,396,000,- 
000 of this year’s three-month to- 
tal, a decrease of 10 per cent 
from last year, while new group 
life insurance amounted to $3,- 
687,000,000 up 22 per cent from 
the first three months of last vear 


year. 


New Contract in 
Accident Cases 


April 23—A new kind ef insur- 

ance policy to be used in the 
logical settlement of Court cases 
that involve potential future sick- 
ness resulting from an accident 
was discussed today by Dr. Clem 
Martin, Medical Director of the 
Continental Casualty Company. 
Speaking before the annual con- 
vention of the Industrial Medical 
Association in Atlantic City, New 
Jersey, Dr. Martin revealed that 
Accident and Health 
policy had been instrumental in 
effecting a settlement of a Court 
case in Michigan recently. 


a $50,000 


Danger of Epilepsy 

First policy was issued in Mich- 
igan for a young girl who had 
been struck down by an automo- 
bile about two years previously. 
Following the girl’s 
tests showed that epilepsy might 
occur later in the girl’s life. Her 
parents feared for her future to 
the extent that no Court settle- 
Once the 


accident, 


ment could be reached. 
new policy was offered to them 
and they realized that it provided 
for future medical or even surgi- 
cal care until the child was 21, 
the case was settled immediately. 

Dr. Martin commented on the 
need to award judgments in cases 
like this on a realistic, logical ba- 
sis rather than for emotional rea- 
sons. 

New policy takes into consid- 
eration possible future time lost 
from work and future 
medical care. The injured party 
can know that his future will be 
assured both medically and finan- 
cially. Attorneys find that speedier 
and easier solutions can be found 


possible 
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to accident 
lengthy Court actions. 


Cases, 


by - passing 


Appeal Taken 
in Rate Case 


April 24—Attorneys for the Na- 

tional Bureau of Casualty 
Underwriters and the Mutual In- 
surance Rating Bureau argued in 
the Appellate Division of the New 
York Supreme Court today that 
the Superintendent of Insurance 
erred when on January 21, 1958, 
he disapproved the 
increased automobile liability in- 


request for 


surance rates filed by the two bu- 
reaus. 

The Court heard the Superin- 
tendent’s disapproval of the 


revised rates characterized as 


“arbitrary, capricious and an 


abuse of official power.” 


Unprecedented Action 

The bureau’s action, 
dented in this state, is an appeal 
for judicial review of the Super- 


unprece- 


intendent’s action in disapprov- 
ing rate filings made last October 
by the bureaus on behalf of their 
member and_ subscriber 


nies. The 


compa- 
bureaus’ filings pro- 
posed an average statewide rate 
increase for injury and 


liability 


bodily 


property damage com- 
bined of 9.5 per cent for private 
passenger cars and 5.9 per cent 


for commercial cars. 


Authority Limited 


The bureaus maintained that 
under the rate regulatory statute, 
authority to make insurance rates 
has been granted by the legisla 
ture to licensed rating organiza- 
tions such as the National Bureau 
of Casualty Underwriters and the 
Mutual Insurance Rating Bureau 
and that the authority of the Su- 
perintendent is limited to review 
of rate filings to determine only 
whether they “meet the require- 
ments of” the statute. 

The bureaus argued that this 
gives the Superintendent’ the 
right to disapprove a rate filing 
only if it fails to meet these re- 
quirements. If he so finds, he 
must specify in writing specifi- 
cally in what respects he finds 
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such filing fails to meet the re- 
quirements. 

One reason the Superintendent 
cited for disapproval, the attor- 
neys pointed out, was that the 
proposed rate level changes in 
liability 
covering private passenger cars 


automobile insurance 
were based upon loss experience 
for the two most recent 
1955 and 1956 and that this period 
was too limited and would not 


years, 


constitute a sufficiently credible 


base. 


Long-Standing Practice 

The Mutual Bureau argued that 
filings based on the experience of 
the two most recent years have 
been a practice of long standing 
both in New York and elsewhere 
It pointed out, in fact, that Dep 
uty Superintendent Lamanda it 
his opinion after the hearing be- 
fore the Insurance Department on 


conceded 


January 6, 7 and 10, 
that basing the proposed rate 
level changes upon loss exper! 
ence of the two-year period “wa 
in keeping with the custom 
practice of other years.” 


The Mutual 


the Superintendent “presented n¢ 


Bureau held tha 


evidence and cited no authority, 
either actuarial or legal, for his 


five-year proposal.” 


Job Hunting 
for June Graduates 


April 28—Job offers for June col- 

lege graduates so far this 
spring are only one-fourth to one- 
half as numerous as they were in 
the mad rush prevailing at i 
time last year. Yet employment 
prospects for the class of ’58 look 


pretty promising to school place 


. 
t 
ment officials, who have reason to 


expect a considerable pickup in 


actual job commitments during 
May and early June. 

This is 
report by Northwestern National 
Life Insurance company. The firm 


the gist of a preliminary 


is now undertaking its 23rd an- 
nual spring survey of the employ 
ment outlook at over 100 colleges 
and universities. 

An average of 
wanted per company this spring. 


fewer men are 


But employers are cautiously opti 





> 


Alfred M. Best (above), founder and presi- 
dent of the publishing firm of Alfred M. 
Best Company, Inc., died May 6 after a 
short illness. He was 81. An _ insurance 
analyst and consultant, Mr. Best had been 
named "Insurance Man of 1958" by the 
Federation of Insurance Counsel. He was 
also chairman of the Flitcraft Company, 
publishers of life insurance periodicals. 





mistic and are interviewing 
bevond their immediate needs, 
hat if the general outlook im- 
proves by mid-May or June, they 


will have lists of additional quali 


fied men available. 


Accountants Wanted 


an doctor’s degree 
intense demand, 

are accountants. 

Aircraft and other defense-as- 


Industries are aown 


sharp! in number of 


openings. 


Diversified chemical companies 


ire still vigorous recruiters 
Banking, life insurance and re- 
tailing are active. With less com- 
petition from business, federal 
ind local governments will prob- 
ibly take more college men than 
last vear. 


The report emphasizes that 


is a preliminary one, and that the 
whole employment picture is sub- 
ject to change in the next few 
months; the final score for 1958 
may vary considerably from t 
le 

Is 


day’s appraisa 


Auto Rates 
in Louisiana 


May 1—Charges that Louisiana's 
automobile liability insuran¢ 

rates are too high, that insurance 

companies are making “big 


its,” and that the insurance com 


Continued on page 34 
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panies bear the responsibility of 
reducing traffic accidents were 
branded “sheer and _ deliberate 
camouflage” by Thomas N. Boate, 
Accident Prevention Department 
manager of the Association of 
Casualty and Surety Companies. 

Addressing the 56th Annual 
Convention of the Louisiana As- 
sociation of Insurance Agents, 
Mr. Boate declared that automo- 
bile liability insurance rates be- 
gin with traffic accidents. He 
reminded those who have criti- 
cized recent increases that Louisi- 
ana’s program to control accidents 
is “one of the poorest in the na- 
tion.” 


State ranks 34th among the 48 
states in its total program for 
preventing traffic accidents, said 
Boate. 


IRS Ruling 
on Debit Agents 


May 1—Internal Revenue Service 
has ruled that debit agents 
are not considered to be outside 
salesmen. Therefore, they are not 
eligible for business expense de- 
ductions in computing their ad- 
justed gross income when filing 
their income tax returns. Joint 
general bulletin was issued by the 
American Life Convention and the 
Life Insurance Association of 
America. 
New IRS ruling means that the 
expenses of debit agents can be 
taken into account only in com- 





COMPANY NEWS CORNER 


Springfield Fire and Marine 


Files for Stock Exchange 


Allstate Life Enters 
Four New States 


Springfield Fire and Marine has 
filed a registration statement 
with the Securities and Ex- 
change Commission covering 
one million shares of its com- 
mon stock, par value $2. Shares 
will be offered at the rate of 
144 shares of Springfield for 
one share of Monarch Life. 
First Boston Corporation and 
Kidder, Peabody & Company are 
dealer managers. 

Allstate Life has entered the 
states of New Mexico, Minne- 
sota, Maine, and Vermont, mak- 
ing a total of 13 states in which 
it is active. 

Union Trust Life, Duluth, has 
been admitted to Alaska, Flor- 
ida and Wisconsin. 

All American Life & Casualty of 
Chicago is now licensed to do 
A&H and life business in Geor- 


gia. Company now operates in 
25 states. 

Bankers Union Life has distrib- 
uted a cash dividend totaling 
$46,000 to stockholders. 

Zurich Insurance of Switzerland, 
whose U. S. branch is in Chi- 
cago, and Provident Insurance 
of New York, member of the 
Royal Exchange Group, have 
been elected to membership in 
the Surety Association of Amer- 
ica. 

Provident Life of Bismarck, N. D., 
had declared a 331% per cent 
capital stock dividend to stock- 
holders of record April 15. Cash 
dividend of 85 cents per share 
was also declared, based on the 
number of shares after the 
stock dividend. 

DIVIDENDS: Quarterly — Mary- 
land Casualty, $.3714 per share 
payable on April 19 to stock of 
record April 10. Old Republic 
Life, $.20 per share payable 
May 1 to stock of record April 
18. 


puting net income, and this can 
be done only if the agent itemizes 
his deductions and foregoes the 
standard deduction. 


Four-Year Debate 

The IRS decision climaxes al- 
most four years of deliberation on 
the issue, during which time the 
two associations, as well as the 
National Association of Life Un- 
derwriters, asked the Service to 
provide specifically that debit 
agents are outside salesmen. 

“NALU will now redouble its 
efforts to get legislation defining 
debit agents as ‘outside salesmen’ 
just as those selling ordinary in 
surance are defined,” said John Z. 
Schneider (Connecticut General, 
Baltimore), Chairman of the Na- 
tional Association of Life Under- 
writers Committee on Federal 
Law and Legislation. 


Recommendation Asked 
NALU has already asked the 
Ways and Means Committee to 
recommend legislation specifying 
that debit agents are outside 
salesmen. 


Actuary Course 
at Georgia State 


May 2—An actuarial science pro- 

gram, expected to be a big 
boon to the insurance profession 
in the Southeast, will get under 
way at Georgia State College of 
Business Administration in At- 
lanta September 1. 


Financial Support 

Dean George E. Manners of the 
School of Business Administration 
said the program will receive ad- 
visory and financial support from 
the Southeastern Actuaries Club. 
Club already has endorsed the 
School as the “regional center for 
education” in the actuarial] field. 

Actuarial program will include 
both a graduate and an _ under- 
graduate curriculum. It is de- 
signed to prepare students for the 
professional examinations given 
by the Society of Actuaries and 
the Casualty Actuarial Society. 


Continued on page 85 
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Where Is the Bottom of the Cycle? 


NDERWRITING profits de- 
clined sharply in 1957 for all three 
types of casualty insurance groups 
analyzed in THE SPECTATOR’S 68th 
edition of the “Handy Chart,” just 
published. Experience in the 
stock casualty companies indicates, 
however, that the poorest results 
came in the fire, extended cover- 
age, and homeowners lines, while 
loss ratios for the three auto lines 
were close to 1956 levels. 


Profit Ratio 

The over-all statutory underwrit- 
ing profit ratio for the 140 stock 
casualty companies dropped from a 
minus .7 per cent in 1956 to a 
minus 3.9 per cent in 1957. The 
actual amount of the companies’ 
underwriting loss was $29,862,643 
in 1956 but increased to a loss of 
$186,966,669 last year. 

For the mutual companies the 
underwriting profit ratio went 
down from 6.3 per cent in 1956 to 
5.4 per cent in 1957. In dollars, 
the mutual underwriting profits 
were $115,295,284 in 1956 and 
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$110,954,325 last year. The 44 re- 
ciprocal organizations, compiled in 
the “Handy Chart,” had an under- 
writing profit ratio which slid off 
from 6.2 per cent for 1956 to 2.0 


per cent in 1957. The amount oi 


from $20,689,455 in 1956 to 
192,535 last vear. 

For two of these casualty 
ance groups, the 
profit decline in 1957 
great as that in 1956. Last year, 
THE SPECTATOR’S Handy Chart 
showed that the underwriting 
profit ratio for the stock companies 
went down 4.8 percentage points 
during 1956, or about $184 million 
During 1957 that decline was 3.2 
percentage points or about $157 
million. For the mutual companies, 
the underwriting profit ratio went 
down 4.2 percentage points during 
1956 but only .9 of a percentage 
point last year. In dollar amounts 
this profit declined $69 million in 
1956 and $5 million in 1957. 

For the reciprocal group the un- 
derwriting profits went down 4.8 
percentage points ($13.1 million 


in 1956 and 4.2 percentage points 


$13.5 million) in 1957. 


Assets Increased 


All of these groups—stocks, mu- 


tuals and reciprocals — increased 
their aggregate assets, THE SPEC- 
TATOR’S Handy Chart indicates. For 
the 140 stock casualty companies 
assets rose from $7,970,845,246 in 
1956 to $8,737,051,609 last year 
Although this indicates a rise of 
about $766 million for stock cas- 
ialty assets, THE SPECTATOR’S stat- 
iclans point out that about half 

asset increase was ¢: 

by mergers and c 

—from the stock fi 


Assets of the 157 mut 
; : 
laity companies also went ip 
from $3,270,572,622 for 1956 t 
$3,488,020,877 in 1957. For the 44 
, 


reciprocal casualty organizations, 


assets reached $497,025,270 last 
year from $487,859,915 in 1956. 

written by the 
insurance groups in THE 


Net premiums 


Continued on page 6] 
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ISTANCE lends _— enchant- 
ment. So when we read about a 
unique skyscraper in Singapore, 
we are enchanted. When it turns 
out to be an insurance building, 
we are doubly enchanted. 

Opened in April, the $2.5 million 
building of the American Interna- 
tional Underwriters and its affili- 
ate, American International Assur- 
ance, of Hong Kong, towers over 
the harbor city of Singapore. The 
insurance firms occupy three floors, 
with nine floors let to other busi- 
ness tenants. AIU acts as overseas 
manager for 13 general insurance 
companies of the United States. 

AIA was founded in Shanghai 
in 1931 by C. V. Starr, but in 1947 
the home office was moved to Sing- 
apore. Company wrote 36 per cent 
of all life insurance put in force 
in 1957 in Singapore and the neigh- 
boring Southeast Asia territories. 
Up to the end of 1957, AIA was 
insuring 49,000 lives for a total of 
U. S. $48,735,000. 

John Graham & Company of 
Seattle and New York designed and 
planned the building. The Singa- 
pore division of Paul Y. Construc- 
tion Company, Hong Kong, han- 
dled erection under the local archi- 
tect firm of Swan and Maclaren. 
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Life— 
and other lines— 
in Singapore 


Featuring aluminum, glass, Swedish granite and Italian marble, the 
new AIA tower building (above) faces the busy Singapore harbor. 
Located only 77 miles north of the equator, the building's inside 
temperature is maintained at an even 74 degrees. Intense humidity 
of a tropical seaport is reduced to the level of springtime in an 
inland city. 
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Opened last month, the new 


American International building 
looks out over the "busiest port 


in Southeast Asia." 


Third floor terrace (above) shows "egg crate’ aluminum louvres 
of the tower floors. screenina out direct rays of the tropical sun. 
Floral plantings add a decorative note to the building's func- 


tional design 


y a ‘garden entrance," entire ground 
loor—a full quarter-acre—is given over to 
exotic tropical plantings. Area will be used as 
exhibit space for commercial and civic displays. 


At left, uniformed elevator operator stands 
outside main bank of electronically controlled 
elevators in building lobby. Otis cars can be 

‘ 


worked either by attendants or on a selt- 


service system. 


View of waterfront (right) from 
penthouse terrace atop the 12- 
story building. Apartment, for 
use by guests and traveling ex- 
ecutives of Al, has ‘weightless’ 
walls of styrofoam held in place 
by extruded aluminum. 








Simplity Your Agency 


Reducing clerical work by well planned records and files may 
mean the difference between profit and loss for your agency. 
Here is a suggested system that may take some of the head- 
aches out of your office. 


The following article and accom- 

panying chart are borrowed, with 

permission, from a booklet “Your 

Office” which Mr. Scheffey pre- 

pared for his company early this a ; S-ponition letter-size 
year. THE SPECTATOR presents this = 

portion of the booklet as a service 

to our readers. Copies of the entire 

booklet may be obtained by circling 

number 55 on the reply card on 








page 75 in this issue—the editors.) 


HAT are the principal cleri- : 

cal functions in your property °c 'xm» seis 
agency and how may they be classi- ‘eiuaiel 
fied? Let us consider these first. 

1. A policy must be written. The coe 
protection you sell is represented 
by a typed document. As this is 
done, a copy is produced for the 
company and for your own records. 

2. A premium must be collected. 
To do this you prepare a bill for 
the insured. As this is being done, 
you may produce copies for your 
accounts receivable record and for 
collection purposes. 

3. A premium must be paid to 
the company. To do this you must 
prepare an account for your com- 
panies or check a bill submitted by 
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your companies. A record of some 
type must be maintained for this 
purpose. 

4. You must service your in- 
sured. During the life of a policy, 
endorsements are required, losses 
must be handled, and you must be 
Operati O 1 ." in a position to advise the insured 
of the expiration of his coverage. 
7 5. You must maintain those rec- 
ords necessary to determine the 

financial status of your business. 


By RICHARD H. SCHEFFEY . : 

. Assistant Manager Sinplited Presess 

Planning and Research Division With these thoughts in mind, we 

Insurance Company of North America have outlined here the simplified 

agency system that has grown out of 
our many years of experience with 
agents in all parts of the country. 
We'll follow here the steps that are 
designated in our accompanying 
chart. 

Steps 1 and 2. We strongly rec- 
ommend the use of an order-for- 
insurance or application form for 
all new orders’ received. These 
should contain all necessary in- 

formation for preparation of the 
policy and the bill. The person tak- 
ing the order should complete the 
form in all details, including the 
agent’s rate of commission ap- 
plicable to the coverage. 

Steps 3 and 4. The policy and a 
5-part inter-leaf carbon bill set 
may then be typed from the com- 
pleted order form. 

Step 7. After checking the 

Commissions and net premums calculated on policy and the top invoice copy of 
Accounts Receivable copies. Gross premiums 


comm sssons. ond ne! oremums ‘oped and the bill, you can mail or deliver 


tect Journal, by doy Provides 
ee them to be insured. 


Daily Report, H.O. Copy 
Steps 5, 6 and 8. This provides a 
daily report for the agent, and the 
original order can be clipped 
this copy. The other copy goes 
the home office. 
From this point on we follow 


parts of the inter-leaved bill forn 


Step 9. This “journal con 


ty 


developed on a daily basis from the 
accounts receivable portion of 
bill form. At the end of ea 
the total receivables, 
and company balan 
and recorded in the 
end of each mont! 
s "tans ener es columns are _ tot 
J phodeticoily by 
Pa nome of insured ferred to the 
counts 
Continued on page 83 
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Applying Break-Even Figures - 
in Casualty Accounting 


By Howard C. Launstein, Ph.D. 


Department of Accounting 
State University of lowa 


NSURANCE 
constantly seeking new and better 


Expense Exhibits. Rating bureaus 
and the various state insurance de- 
partments also require current un- 
information for rate 


management is 


accounting reports which can be 
used in making operating and fi- derwriting 
The days when 
management could control firms by 
instinct are This 
change has been the result of leg- 
islation, regulatory rulings and 
competition. The various state in- the financial status of their own 
company. From a study of account- 
ing methods in a wide variety of 
casualty companies, only two firms 


nancial decisions. changes. 

To accomplish this, there have 
been constant changes in internal 
accounting—the methods by which 
insurance executives keep check on 


whim or gone. 


surance regulatory bodies require 
specific financial and operating 
data in the Annual Statement and 


OPERATING DATA 


The premium volume for the year 1957 is: 
Line Written 
$10,000,000 
15,000,000 
5,000,000 


Total $30,000,000 


Earned 
$ 9,600,000 
14,000,000 
5,200,000 


$28 ,800 ,000 


Workmen’s Compensation 
Automobile Bodily Injury 
General Liability 


The rate allowable percentages used in this illustration are the premium rates by major 
function as developed by rating bureaus and approved by state insurance rating authorities. 
Where the rate percentages vary by state, a firm’s percentage allowables for each line of 
business are based on the weighted average percentage distributions for the various states. 


Incurred Claim Other 

Losses Expenses Expenses Profit 
Workmen’s Compensation 60.5 8.5 28.5 2.5 
Automobile Bodily Injury 53.8 6.6 35.4 4.2 
General Liability 49.8 8.0 38.3 3.9 


Total 
100.0 
100.0 
100.0 


Actual losses and expenses for the year 1957 are: 
Incurred Losses 
Claim Expenses 
Other Expenses 


Total $28,500,000 


$15,700,000 
2,200,000 
10,600,600 


were found which were’ using 
“break-even percentage allowables.”’ 

The addition of Break-Even Per- 
centage Allowable data in the pres- 
ent underwriting reports provides 
executives with the means of com- 
paring calculated underwriting re- 
sults with actual underwriting re- 
sults attained. 
of underwriting gains or losses can 
An example 
of how this new set of figures can 


The general cause 
be seen immediately. 
be used as a managerial tool in 


evaluating 
given in the following illustration. 


operating results is 


Data Set Up 
First, we need to establish some 
hypothetical operating data for use 
in the illustration. This we present 
in the table labeled 
Data.” 
For the sake of simplicity, we 
XYZ 


lines of 


“Operating 


assume that the Company 
three 
workmen’s compensation, automo- 
bile bodily injury and general lia- 
bility. 

Second, it is necessary to convert 


writes business: 


the rate percentage allowables bys 
line to Break-Even Percentage Al- 
lowables by line. This is done by 
eliminating the profit factor. The 
elimination process is achieved by 
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From the results of his 
study of accounting meth- 
ods among casualty insur- 
ance companies, Dr. Laun- 
stein cites a new set of 
figures one or two com- 
panies have found useful. 


increasing the other rate percen- 
tage allowables proportionately as 
illustrated in Schedule I. 
son rate percentage allowables are 
used is that they 


most 


The rea- 


represent the 


reliable information avail- 
able. 

After the profit 
eliminated, the 


centage Allowables are 


factor has been 
Break-Even Per- 
applied to 
the written and earned premiums 
by line of business to determine 
break-even allowable amounts and 
ratios) for all lines 
These amounts and 


percentages 
of business. 
percentages, as shown in Schedule 
II, are added to the Underwriting 
Exhibit so that comparisons can be 
made between actual underwriting 
profit and loss experience and the 
calculated operating results for the 
volume attained if all profit were 
eliminated. 

In this illustration, earned pre- 
miums are used in computing the 
break-even amounts and_ percen- 
tages (ratios) for losses incurred 
and claim expenses incurred, and 
written 
other expenses. 


premiums are used for 
This is based on 
the premise that losses and claim 
expenses are incurred as premiums 
are earned while other expenses 
are incurred when premiums are 
Continued on page 88 
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SCHEDULE | 
Conversion of Rate Percentage Allowables to Break-Even Percentage Allowables By Line 


Other Profit 
Expenses Factor 


Claim 
Expenses 


Incurred 
Losses Total 
Workmen’s Compensation 
Rate Percentage Allowables 60.5 8.5 28.5 2.5 100.0 
Profit factor elimination* 1.6 2 ey 2.5 0 


Break-even Percentage Allowables 62.1 8.7 29.2 0 100.0 
Automobile Bodily Injury 
Rate Percentage Allowables : 6.6 100.0 
Profit Factor Elimination* , 0 


Break-even Percentage Aliowables 100.0 
General Liability 

Rate Percentage Allowables 49.8 , 38. 

‘ iP 


100.0 
Profit factor elimination* 2.0 0 


3 
6 
9 


Break-even Percentage Allowables 51.8 8.3 39. 0 100.0 


* Profit factor eliminations are rounded to the nearest tenth of a per cent for illustration 
purposes and still equal the profit factor. 


SCHEDULE II 


Break-Even Allowable Amounts and Percentages | Ratios 
By Line and for All Lines of Business 


Last 000 Omitted From Dollar Amounts 
Claim 
Expenses Other 
Incurred Expenses Total 


Losses 
Incurred 


Earned 
Premium 


$ 9,600 


Written 
Premium 
Workmen’s Compensation $10,000 
Percentage 
Amount* 
Automobile Bodily Injury $15,000 $14,000 
Percentage 56.2 6.9 36.9 
Amount* $7 ,868 $966 $5,535 
General Liability $5,000 $ 5,200 
Percentage 51.8 8.3 39.9 
Amount* $2,694 $432 $1,995 
Total All Lines $30,000 $28,800 
Percentage 57.4 7.8 34.8 
Amount* $16,524 $2,233 $10,450 


* Amounts are rounded to the nearest dollar in the above schedule. 


29.2 100.0 


; 8. 
$ 5,962 $83 $2,920 $9,717 


100.0 
$14,369 


100.0 
$5,121 


100.0 
$29 ,207 


SCHEDULE Ill 
XYZ Company Underwriting Exhibit For the Year 1957 


Last 000 Omitted From Dollar Amounts 

Gain or ‘Loss 
over Break-even 
Amount Ratio 


Break-even 
Amount Ratio 


Actual 
Amount 


$30 ,000 
28 ,000 
$15,700 
2,200 
10,600 


Ratio 
Written Premiums 
Earned Premiums 
Incurred Losses (E 
Claim Expenses (E 
Other Expense 'W 


Total $28 ,500 $29 ,207 


Reported Profit .E $300 1.0 
Indicated profit 2.6 


E) Percentages are based on earned premiums. 
W) Percentages are based on written premiums. 


SCHEDULE IV 
Financing Penalty for Written Premiums in Excess of Earned Premiums 


Written Premiums Other Expenses Amount 
in Excess of Earned Break-even Last 000 


Last 000 omitted Percentage Allowable omitted 
$ 400 29.2 $117 
1,0C0 36.9 369 
39.9 79 


33.9° $407 


Workmen's Compensation 
Automobile Bodily Injury 
Generai Liability 200 

Total $1,200 


* Average percentage allowable for the three lines. 





Howto FarmOut a 


N little more than two years, 
Foundation Life Insurance Service 
Company of Atlanta has built a 
flourishing and still growing busi- 
ness around the idea that life in- 
surance companies can save money 
and devote more time to selling by 
“farming out” their home office 
administrative details. 

“That, in a nutshell, is the basis 
for our existence,” soft-spoken Dan 
A. Aldridge, president of Founda- 
tion, told THE SPECTATOR. 

“For a reasonable fee, based on 
premium income, we assume the 
burden of the many home office 


ithaliod ie mise 


By JOHN B. DELANEY 


details of our client companies. 
And we do this work at a cost to 
our clients of far less than the in- 
dustry average for such services.”’ 

Foundation began operations in 
late 1955 with a $30,000 grubstake 
put up by a small group of promi- 
nent Georgians. Later the com- 
pany (1) acquired five life com- 
pany clients, (2) increased its net 
earnings to a current $15,000 per 
month before taxes, (3) expanded 


Foundation's Dan A. 
Aldridge (I.) , 
"lL got to thinking 
about the need...” 


Frank Noll, assistant 
to the president... 
From management 
consulting to life 
insurance. 


ome Office 


its office force from two to more 
than 40, and (4) 
rupled its office space. Still further 
expansion is scheduled for the neat 
future. 


more than quad- 


Face Value $100 Million 
Foundation this year will have 
processed policies with a face value 
of approximately $100 million, all 
ordinary life, compared with about 

$12 million less than a year ago. 
Mr. Aldridge demonstrated the 
“start-to-finish” services performed 
by Foundation for client com- 
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Everything in life insurance— 


except selling—is the function 


of this new organization. 


panies, showing, what usually hap- 
pens when a client company agent 
sells a policy: 

(1) The agent sends the appli- 
cation to the home office of his 
company. 


Credit Check 
(2) The client 
enough information from the ap- 
plication to have the usual credit 
check made by the local credit 
bureau. 
(3) The application is then for- 
warded to Foundation, which 


company takes 


Foundation's Policy Issue Department 
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makes a photostat and returns the 
original to the client company for 
its permanent records. 

4) Foundation’s underwriting 
department processes the applica- 
tion and checks the credit report. 

(5) If everything is in order, 
the policy is issued and Founda- 
tion’s work goes on from there. 

While Foundation takes care of 
all home office details for 
companies, it does not handle client 
company funds. Foundation opera- 
tions include actuarial, accounting, 
tabulating, auditing, underwriting, 
policy issue, premium billing, and 
public relations. 


client 


. Office space has more than quadrupled. 


“We keep a separate set of books 
for each client,” he said. “Pre- 
mium billing is sent out on client 
letterheads and policyholders pay 
their premiums direct to the client 
-ompanies.” 

The clients make their own 
decisions on the types of policies 
they sell. The services of an 
actuary are available through 
Foundation, when necessary. 


Where and When 

Mr. Aldridge conceived his idea 
for an insurance service company 
while working in the home office 
of National Old Line of Little 
Rock, Ark., from 1949 to 1954. 

“IT worked in virtually every 
department under a training pro- 
gram and somewhere along the 
way I got to thinking about the 
organization like 
he said. “I had 
observed the struggles and handi- 


need for an 


Foundation Life,” 
caps of the many new companies 
entering the life field. And I knew 
them being 


intricacies of 


that most of were 
strangled by the 
office procedures and the 


deadening hand of high 


nome 


overhead 


> fall of 1954, Mr. Aldridge 
worked briefly as assistant to the 
president of Interstate Life, an 
around the 
Retail Mer- 


‘hants, before going to Atlanta to 


organization built 


Texas Association of 


organize Foundation. 

In building Foundation’s man- 
agement team, he looked beyond 
industry on the 
mixture of 
insurance and non-insurance expe- 
rience would generate a better flow 


of ideas for client companies. 


the insurance 


, 
that a good 


theory 


News, Consulting 
So his assistant is Frank K 
Noll, a highly-regarded writer who 
once worked for “Time” 
and was a foreign news editor 


magazine 
a worldwide newsgatheri 
ization in New York. 
prior to joining Found: 
Noll was a succes 
executive with a mi: 
sulting firm in Pittsb 
Aldridge 


YPallic 


Continued on page 8! 
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NEW ENGLAND 


No “Recession” in Hartford 
As Companies Continue Hiring 


Good Sales, Statistical, 
Clerical Workers in Demand 


HATEVER the_ economic 
W\ woes elsewhere, Hartford in- 
surance companies—probably the 
nation’s most recession-resistant 
employers—are still hiring. 

True, they’ve been weeding out 
inefficient and undependable work- 
ers. But, on a selective basis not 
there are 


iobs for those who are seriously 


seen for many years, 
interested in finding a career. 


Arithmetic Skills 


demand 
those who like working with 


Particularly in 
ures and who have some profi- 
ciency in statistical and mathema- 
tical work. In addition to the 
usual stenographic needs, there is 
a wide range of openings for both 
young men and women in the sta- 
underwriting 
and accounting fields. 


tistical, actuarial, 
Previous 
clerical experience is helpful for 
today’s insurance job applicant. 
However, conscientious beginners 
are not shut out because there are 
numerous company and evening 
college courses where the career- 
minded may enhance his skills. 
As to. sales 
“There’s always room for a good 


representatives: 


prospective salesman. We'll train 
him, as never before, to make real 
money. We’ll help place him in a 
location that has real promise for 
growth or in one of our already 
established agencies.” 

Judging by the stacks of college 
applicants this Spring, young peo- 
ple realize, perhaps for the first 
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time, that there is more general 
job security in insurance than in 
other fields where 
higher pay is an attraction. 
Despite automation 
and increased over-all efficiency, 
every Hartford insurance company 
is currently employing anywhere 
from at least the same number of 
persons as last year to 10 per cent 


more. 


occasionally 


recession, 


Long-Range Confidence 


This is an economic indicator 
nobody seems to notice. This “em- 
ployment factor” of Hartford in- 
surance companies—and in every 
case, there is a century of experi- 
ence—there is a strong, stable, 
long-range confidence in the fu- 
ture of the U.S. insurance method. 


The “Wonder State” 


Also known as the “Land of Op- 
portunity,” the State of 
Arkansas has succeeded this June 
1 in becoming the Great State of 
Confusion. Their insurance de- 
partment surprised everyone ex- 
cept the Insurance Company of 
North America by approving 
INA’s filing for the new dwelling 
package. 

INA, of course, know the details 
of its new homeowner’s policy, and 
had its sales promotional program 
ready. The fine old New England 
companies, on the contrary, have 
been hassling for the past year 
and a half with the details of 
their dwelling package... through 
the Multi-Peril Insurance Confer- 


Great 


ence. 
Consequently, at no time since 
the Reconstruction, have so many 


Hartford insurance executives de- 
scended upon Arkansas. They are 
busily assuring native agents that 
Hartford remains, as always, the 
center of leadership and salvation. 

That’s one effective way to crys- 
tallize thinking and force deci- 


sions. 


In Behalf of Fire Agents 
Most of the 


and conversions of 


“easy” new sales 
important 
dwelling accounts from single line 
policies have been made. Now re- 
mains the problem of upgrading 
the vast middle market from sin- 
gle lines to packages. 

In Fire and Allied Lines, there 
rge market for profes- 


~~ . 
Is still al 4 


a 
sionally tailored policies. The Fire 
agent is still an extremely impor- 
tant factor in selecting coverages 
and compante s for his clie nts. 


1 | 


Homeowners who buy packages 


of protection do so because of 


price advantages (as compared 
with aggregate premiums of com- 
parable single lines) ; convenience 
of dealing with a single agent: 
and, improved service that can be 
expected from a single agent, both 
before and after a loss. 

The local agent has these spe- 
cifics working in his favor when 
great middle 
market of prospective “homeown- 


he appre aches the 


ers” insurance buyers: 
1) Skilled 


local 


professional coun- 
selor;: 
know-how; 


2) Fair, prompt claim service, 


agency service and 


countrywide; 

(3) Planned protection tailored 
to individual needs; 

(4) Local reputation as an in- 
surance agent; 

(5) Sound backing by compa- 
nies of proven reputation. 


Sales Tip 

Listen for persuasive language 
of the seller and the curious ques- 
tions of the buyer. Not necessarily 
logical language or rational ques- 
tions. 

It is a mistake to count entirely 
on the reasoned, rational approach 
when we talk to businessmen. 
Whatever our title and responsi- 
bility, we are—all of us—vulner- 
able to the non-rational idea. 
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You'll make real 
progress in writing fire 
“across the board’”’... 


@ a modern fire company approach including 
the underwriting of industrial and commercial 
risks 


@ on-the-spot facilities of a nation-wide net- 
work of branch offices and loss facilities 


@ one-stop service within one company— 
with all the advantages of multiple-line 
writing for you and your clients. 


And you enjoy the added benefits of American 
Surety’s 74 years’ experience in the bonding 
field—its complete facilities and long experi- 
ence in casualty lines. 


Here’s how to get 
full information 


Write today for the recent FIRE Issue of 
“Mailroad to Profits”... monthly sales aid 
for American Surety agents. Just mail coupon. 


AMERICAN SURETY ic 


FIRE + FIDELITY AND SURETY BONDS + CASUALTY + INLAND MARINE 
Affiliate: The American Life Insurance Company of New York 


100 Broadway, New York 5, N. Y. 
Please send me a copy of your recent Frire Issue of ‘‘Mailroad to Profits’. 


Name 





Agency 








Address 





City 





























12 Million Calling Cards 


for United of Qmaha Men! 


In the past year more than 12-million American families were told about United of 
Omaha and United’s Policies-that-fit-Prospects. 12-million copies of Look, Parent’s Maga- 
zine and The Saturday Evening Post brought them the story of the United Family Plan 
and United’s double-duty 20-20 Plan. 

These 12-million families are waiting for a United man to call. Some of them are 
your friends, your neighbors, your business associates — your prospects. If you are in- 
terested in a profitable career closing sales with these prospects, write United of Omaha, 


Omaha, Nebraska. 


Be Far-sighted — Go United 


One of America’s Foremost Life Insurance Companies 


N. M. LONGWORTH, President 
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VERDICT 


If Injured is Drunk, 
Is That an Accident? 


By LUKE A. BURKE 


Member New York Bar 


People in the United Kingdom 
speak the same language as people 
in the United States. The reason 
they don’t always understand each 
other is because they use different 
slang for the same words. In our 
country the word “intoxicated’”’ 
has more slang connotations than 
any other word. A person who is 
drunk is loaded, crocked, stewed, 
pickled, soused, fried, pie-eyed, 
fog-eyed, ad infinitum. (The teen- 
agers have a new one, “stoned.” 

In case you are wondering what 
this has to do with insurance, we 
cite the case of Frymark v. Buckeye 
Union Casualty Co., Ohio Court of 
Appeals, December 19, 1957. This is 
the type of case which lightens the 
burden of research. It seems that a 
patron in a tavern, inn, bar, gin- 
mill, etc., fell off a bar stool and was 
injured. He sued the owner of the 
pub on the unusual ground that he 
was already drunk, stewed, boiled, 
etc. when he got on the stool and 
that the owner knew or should have 
known that to give him another 
drink would cause him to swan-dive 
off the stool. 

The owner of the hooch-chalet 
had a liability policy. When she was 
sued she sent the legal papers to 
the carrier. The carrier told the in- 
sured she had no coverage because 
the injuries were not “caused by 
accident.” The insured successfully 
defended the suit and sued the car- 
rier for her expenses. 

The court decided in favor of the 
carrier because: 

“An accident is not even sug- 
gested by the evidence. The proof 
is that because of his complete 
stupefaction from drinking 
holic beverages furnished by the 
plaintiff, Unger did not have the 
physical ability to stay on the stool. 
In fact, it would have been an acci- 


alco- 


dent, that is, an unexpected occur- 
rence, if he had not fallen. In order 
to be entitled to legal services under 
the terms of the policy, the claim 
made against the insured must 
come within the protection of the 
policy, that is, within the definition 
of the hazards insured.” 

The unique aspect of this case is 
that it is originally premised on a 
man’s admitting that he was drunk. 
In automobile cases no one ever ad- 
mits to more than 
while listening to the jukebox or 
playing shuffleboard all night. 


“two beers” 


Insurer's Duty To Appeal 

The insured was sued for a sub- 
stantial sum in a negligence case. 
He had a liability policy limited to 
one thousand dollars. He was de- 
fended jointly by the carrier's at- 
torney and by his own attorney. The 
trial resulted in a verdict against 
him in excess of his policy. He 
demanded that the carrier appeal 
the verdict but the latter refused 
to appeal. His 
cuted the appeal which resulted in 
a reversal of the judgment and an 
order for a new trial. The insured 
sued the carrier for the expenses of 
the appeal. In holding that the 
carrier should have appealed, the 
court said: 

“We have held that the covenant 
to defend embraces the duty to 
prosecute an appeal from a judg- 
ment against an 
there are reasonable grounds for 
appeal.’ (Grand Union Co. v. 
eral Accident, Fire and Life Assur- 
ance Corp., Ltd., 254 App. Div. 274, 
281, affd. 279 N. Y. 638.) The 
successful prosecution of the appeal 
is conceded in the respondent’s 
answer. In the light of the result of 
the appeal, it would seem that the 
relative to the presence of 
reasonable grounds for appeal has 
been determined. In Grand Union 
v. General Accident, Fire and Life 
Assurance Corp., Ltd. this court 


own attorney prose- 


insured ‘where 


1 
Gen- 


issue 


‘Such damages include the 
expense of appeals as well as trials, 
at least where there are reasonable 
grounds for appeal and here there 
were such grounds since plaintiff’s 
appeals resulted in the final dis- 
missal of the Ford complaint.’ ” 

Kaste v. Hartford Accident, N. Y. 
Supreme Court, Appellate Division, 
Feb. 18, 1958.) 


said: 


Privileged Communications 

A law suit was brought against 
an automobile insurer by its as- 
sured for bad faith and negligence 
in failing to settle two cases against 
him within the limits of his policy. 
He asked the court for an order 
directing the company to produce 
for his inspection, “all letters, cor- 

reports, communica- 
copies of the 
concerning the two cases. The com- 
pany contended that these items 
were privileged communications be- 
tween the company and its attorney 


respondence, 


tions and same” 


and therefore were not available to 
the assured. 

The court held that the company 
had to produce the communications. 
It said that the fact that another 
selects and pays an attorney does 
not control the relationship of 
attorney-client. It may be a factor 
to consider in proving that the 
relationship exists, but there ars 
more important factors such as the 
undertaking by the attorney and 
the acceptance of his services by the 
other party. 

The court 
that when two or more parties 

an attorney for their mutual 
benefit, the 


pointed 


testimony as to 
communications between 
parties or the attorney as to 
transaction is not privileged 
later action between the parties 
their representatives. (Henke 
lowa Home Mutual Casualty ¢ 
Iowa Supreme Court, Fel 


1958) 


The Case of the Off- 


Oo 


uty Burglar 


The insured ran a 
which he had a burgla1 
taining an ex 
read: 

“C. The | 
liable for loss 
age caused 
honest, fra 
of the Ins l ! rf a fT 
Continued on page 50 
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Verdict 


Continued from page 49 


employee, partner, director, trustee 
or authorized representative of the 
Assured, whether acting alone or in 
collusion with others, but this ex- 
shall not 
damage caused by 
com- 


clusion apply to loss, 
destruction or 
Safe Burglary or 
mitted by an employee of the In- 


Robbery 
sured; ...” 

When the gas station was closed 
an employee broke in and took cash. 
He was not caught and continued to 
work. The carrier paid the loss. 
Three months later, 
ployee broke in again and took 
more This time he was 
caught and admitted both burglar- 
ies. The carrier sued the insured 
to recover the money paid on the 


the same em- 


cash. 


first loss while the insured counter- 
claimed to recover the amount of 
the second loss. Thus the whole 
question was whether the 
were excluded from coverage be- 


losses 


cause they were caused by an em- 


ployee. 


The court answered the question 
thusly: 

“The terms employee and employ- 
ment have been before this Court 
for construction in numerous cases, 
but in practically every one of those 
decisions the Court was construing 
a provision of the workmen’s com- 
pensation law and not a private 
contract. It has repeatedly held that 
such a law is a remedial statute 
and should receive a liberal con- 
struction in favor of the injured 
employee, but the same liberality 
has not been extended to the exclu- 
sion clauses in policies of insurance. 
On the contrary, the Court has 
invariably construed such clauses 
strictly against the insurer. This 
is properly so since the insurer 
invariably drafts the contract of 
insurance and is therefore in a 
position to thoroughly understand 
its terms. In the event it desired 
to exclude acts of employees occur- 
ring during or after the hours of 
employment it could have easily 
said so. Employee can 
construed as meaning one who is 
active in the work for which he was 


fairly be 


employed and for which he was paid 
to do. . 

“Defendant was an ordinary busi- 
nessman and such would place 
ordinary interpretation upon the 
language of the policy of insurance. 
Certainly an ordinary layman would 
not have construed the word em- 
ployee to mean other than during 
the period when he was acting in 
the work of the employer and dur- 
ing the time he was being paid for 
his services. 

“Jack Emede in the instant case 
in breaking and entering the prem- 
ises of his employer certainly could 
not be considered to be acting in 
the work he was employed and paid 
to do. He was not an employee 
within the meaning of that term as 
used in the contract of insurance at 
the time of the burglary. At least 
this would be a reasonable con- 
struction of the insurance contract, 
and if there is any doubt or am- 
biguity with reference to this con- 
tract of insurance it should be 
construed most favorably to the 
insured. The insurance company 
having accepted the premium, and 
drafted the contract of insurance, 
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cannot now say that it intended the 
language of the insurance contract 
to mean an employee while working 
or otherwise.” (Century Indemnity 
Co. v. Sechmick, Michigan Supreme 
Court, March 6, 1958) 


Attempted Suicide 

The defendant issued an insur- 
ance policy to an employer under 
the provisions of the New Jersey 
Temporary Disability Benefits Law. 
An employee was injured when he 
shot out his right eye in an un- 
successful attempt to commit sui- 
cide after killing a woman. The 
purpose of the law was to provide 
protection for employees who were 
caused hardship by “involuntary 
unemployment” which was the re- 
sult of non-occupational sickness or 
accident. 

The hearing officer of the Divi- 
sion of Employment Security, Dis- 
ability Insurance Service, allowed 
the plaintiff’s claim for compensa- 
tion. In his opinion, although a 
State Plan excluded payment if an 
injury were intentional, when a 
plan was with a private insurer, 
the exclusion of payment was not 
implied into the contract of insur- 
ance absent an express provision. 
Also, the insurer had removed the 
phrase “accidental bodily injury or 
bodily disease” and substituted the 
words, “injury or sickness” elimi- 
nating the accidental element as a 
prerequisite to recovery. In conclu- 
sion the hearing officer said that 
payment was not against public 
policy. 

An appeal was taken to the court 
from the determination of the hear- 
ing officer. The court reversed, dis- 
missing the claim. The reversal was 
based on two main points: First, 
this was a hardship that was not 
caused by “involuntary unemploy- 
ment”? because the insured was the 
sole cause of his own injury and 
disability. Secondly, there is a 
broad public policy in New Jersey 
against suicide, coupled with the 
principle that one should not profit 
by his own wrong. The fact that the 
private insurer did not explicitly 
incorporate an exclusion provision 
which was a necessity in a State 
Plan was not controlling as to that 
private insurer’s liability. (Potts v. 
Travelers Ins. Co., New Jersey 
Superior Court, Appellate Division, 
February 4, 1958) 
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Lincoln National’s new Family Policy of- 


fers these two outstanding advantages: 


1. Lower rates on larger policies are pro- 


vided by LNI 


premiums. 


2. Premiums can 


7s new 4-Dimensional 


be paid through LNL’s 


Automatic Bank Check plan. 


This latest addition to the Lineoln Na- 


tional man’s kit is another reason for our 


proud claim that LNL is geared to help its 


field men. 
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Consulting Actuaries 
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COVERAGES AND FORMS Additional protection should be 
secured. The excess limit table is 


as follows: 


Lawyers Liability Protection 
Covers Attorney and Office 


Settlement Provision Calls 
For Attorney's Consent 


Q. What companies write this 
form? 

A. A limited number of casualty 
companies, among them the Stand- 
ard Accident Insurance Company, 
the New Amsterdam Casualty 
Company and the St. Paul Mer- 
cury Indemnity Company. This 
resume covers the contract issued 
by the St. Paul. 

Q. How is it written? 

A. As a separate policy. 


Coverage 


Q. What does this form pro- 
vide? 

A. The company agrees to pay 
on behalf of the insured, all sums 
he shall become obligated to pay 
by reason of liability imposed 
upon him by law for damages re- 
sulting from any claim arising out 
of the performance of professional 
services for others in his capac- 
ity as a lawyer and caused by any 
negligent act, error or omission of 
the insured or any other person 
for whose acts he is legally liable. 

The policy also agrees to de- 
fend the insured lawyer in his 
name and behalf; any suit against 
him, alleging negligent acts, er- 
rors or omissions. 


Exclusions 


Q. What are the exclusions? 

A. This policy does not apply 
to (a) “to any dishonest, fraudu- 
lent, criminal or malicious act or 
omission of the insured, any part- 
ner or employee; (b) to the con- 
duct of any business enterprise 
owned by the insured or in which 


the insured is a partner, or which 
is controlled, operated or man- 
aged by the insured, either indi- 
vidually or in a fiduciary capac- 
ity, including the ownership, 
maintenance or use of any 
property in connection therewith; 
c) to bodily injury to, or sick- 
ness, disease or death of any 
person, or to injury to or destruc- 
tion of any tangible property, in- 
cluding the loss of use thereof.” 


RATES 


Q. What are the rates for this 
coverage? 

A. The St. Paul Mercury In- 
demnity Company rates are as fol- 
lows: 

A. Initial insured*—Basic limit 
$5,000 . . . $25.00. 

B. Additional insureds, associ- 
ates and employees who are prac- 
ticing lawyers ... each, $15.00. 

C. “Lawyers, Law Clerks, In- 
vestigators and Abstractors em- 
ployed by the Insured ‘Lawyers’ 
shall mean those employees of the 
insured who are admitted to the 
bar. ‘Law Clerks’ shall mean those 
employees of the insured gradu- 
ated from a law school or law 
students. ‘Investigators’ shall 
mean those employees of the in- 
sured primarily engaged in inves- 
tigation work. ‘Abstractors’ shall 
mean those employees of the in- 
sured who prepare abstracts of 
land records.” . . . each, $5.00. 

D. All other employees... each, 
$1.00. 

E. Associates, not included in 
C. above... each, $2.50. 

(* First Named lawyer.) 


Excess Limits 
All Errors and Omissions poli- 
cies are written with minimum 
limits of $5,000 per occurrence. 


Factor (Apply to 
Policy Limit basic limit rates) 
$5,000 100° 
10,000 125% 
15,000 150% 
20,000 175% 
25.000 200° 
30,000 220% 
35,000 240° 
40,000 260% 
45,000 2806 
50.000 300% 
60,000 320 
70.000 340° 
80,000 360° 
90,000 380% 
100,000 100 


Exposures Are Many 

Standard Accident has listed a 
number of losses to which the 
average lawyer may be exposed. 
Comments made by this company 
are as follows: 

The courtroom is only one of 
the many areas in which profes- 
sional errors may be committed. 
Liability need not be caused by 
the lawyer. It could result from 
the actions or omissions of his 
partners, associates and employ- 
ees. 

Here are some of the things 
which could place the lawyer in 
a situation of liability: 

—failure to observe time limits 
in filing papers, 

—allowing statutes of limita- 
tions to run against a client’s 
claim, 

—forgetting about a court ap- 
pearance, 

—negligence and errors of part- 
ners and associates, 

—failure to fix bond, 

—errors and omissions of em- 
ployees for which the lawyer is 
legally liable. 

Lawyer’s Professional] Liability 
does not apply to liability in- 
curred through dishonest, fraudu- 
lent or criminal acts. Likewise, it 
is not applicable to the conduct 
of any business enterprise owned 
by the insured, or in which the 
insured is a partner or is con- 
trolled or operated by the insured 
in a fiduciary capacity. The third 
and final exclusion pertains to 
bodily injury and damage to tan- 
gible property. 
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A $20,000 Example 

Last year a lawyer, harassed 
by an unexpected, complicated 
problem in his office, neglected to 
make a court appearance. In his 
absence the judge handed down a 
verdict in the amount of $20,006 
against the defendant — the law- 
yer’s client. Here was a case in 
which the lawyer erred by omis- 
sion. Naturally, the attorney pe- 
titioned to set the default judg- 
ment aside. Had his request been 
denied — and there is no sure 
formula for the outcome of such 
an appeal—the lawyer might have 
been exposed to a suit by his 
client. 

Such cases have happened. And 
it is not unreasonable to assume 
that this type of situation might 
suddenly face any lawyer troubled 
with a problem of pressing ur- 
gency. As a lawyer builds his 
legal reputation, his daily work 
schedule builds commensurately. 
And accompanying this taut sched- 
ule is a proportionate increase in 
the possibility for professional 
error. It is for this reason that 
all lawyers who qualify for the 
policy need Lawyer’s Professional 
Liability Insurance. 


Important Settlement Provision 
Equally important to the law- 
yer is the agreement made by the 
Company to obtain his written 
consent prior to settlement of any 
claim or suit. The type of claim 
covered under lawyer's liability 
could directly reflect on his repu- 
tation. Should he wish to resist 
a claim, feeling that settlement 
would be injurious to him, this 
protection is provided. 

This policy is to be written for 
lawyers who are actively engaged 
in the legal profession full time. 
It is not intended for the “part 
time” lawyers since they do not 
normally maintain adequate rec- 
ords or systems and their full- 
time line of work could present 
serious complications. Lawyers 
primarily engaged in title exam- 
ination or abstracting also pre- 
sent extraordinary exposures and 
should not be solicited. The pros- 
pect must be a member of the 
local and state Bar Association. 


Continued on page 54 
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Have you 
looked into MEXGScGra 

the 
ACCO story Sarwar 
lately ? 


Complete details on any or all of the 
above coverages gladly sent on request 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE: READING, PENNSYLVANIA 





NATION-WIDE 
CLAIM 
SERVICE 


AMERICAN FIRE & CASUALTY COMPANY 


HOME OFFICE + ORLANDO, FLORIDA 





PPP PPP PPP PP PPP PPP PPP POP PPP PPP PPP PP LDP PPP? PPP PPP 


SSSSSSS SSS OSD 


25 Years 
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For your convenience ... 


The rely card on page 75 of this issue can be used to obtain 
additional information about the items which are followed by 
numbers in both the Products and Services and the Contracts and 
Policies departments. 
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The basic limit of liability is 
$5,000 for all damages which oc- 
cur during any one year policy 
period. 


Special Application Form 

The request form lists 
tions as the applicant’s 
ence, where he 
colleges he attended and member- 
ship in Bar Associations. The 
company also wants to know if 
the lawyer manages, owns or has 
financial control of any loan as- 
sociation, title guarantee or real 
estate abstracting company. 


ques- 
experi- 


practices law, 


This policy applies only to neg- 
ligent omissions 
which during the policy 
period and then only if claim, 
suit or other action arising there- 
from is commenced during the 
policy period or within ten years 
after the end of the policy period, 
or if the policy period is longer 
than one year, within ten years 
after the end of the annual period 
in which the negligent act, error 
or omission occurred, all within 
the United States of America. 

[Excerpts from “Standard Ser- 
vice,” published by the Standard 
Accident-Planet Com- 
panies. | 


acts, errors or 


occur 
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Every working day the Sun Life of Canada 
pays out an average of one thousand dollars a 
minute to its policyholders and their heirs. 
Since organization $3 billion in policy benefits 
has been paid by the company. 


SUN LIFE ASSURANCE 


Established for more than 60 years in the 
United States, the Sun Life today is one of the 
largest life insurance companies in this coun- 
try — active in 41 states and the District of 
Columbia, and in Hawaii. 


COMPANY OF CANADA 
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INVESTMENTS 


Depression Fears May Lead 
You into a Blind Alley 


By ERVIN L. HALL 


Partner, Davis and Hall 
Investment Management 


HIS depression of ours has 

brought forth a constant run 
of comment on all segments of the 
economy. The steel industry comes 
in for its share, with arguments 
as to when demand will start to 
pick up. The railroads are looked 
upon as hopeless, and the automo- 
bile industry is criticized for its 
loss of touch with the mood of the 
public. 

But there is one group in our 
intricate economy that is receiv- 
ing practically no criticism, and 
even a bit of praise now and then. 
That group is the consumer. He, 
or she, if you prefer, is a strong 
support to business activity. This 
is not new, because the consumer 
acted differently than expected in 
the 1949 slow down, and is again 
surprising the prophets. In fact 
it seems that the consumer has 
less fear of the present and more 
confidence in the future of the 
country than many business exec- 
utives and economists. 


Go On Buying 


Despite layoffs, reduced over- 
time and reduced work weeks, the 
men and women of our country go 
right on buying the products they 
need and want. There has indeed 
been some slow down in overall 
purchases, but this has been com- 
paratively mild. The durable 
goods end has received less atten- 
tion than the so-called non-durable 
goods, which in itself is under- 
standable. Durables had _ been 
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bought in large quantities before 
the recession began, and in addi- 
tion they are 
chases. 
There 
amount of wonder as to why we 
consumers keep buying a sizeable 
amount of 
there is an obvious slow-down in 
business. When you look at the 
statistics of the Department of 
Commerce they make unpleasant 
reading, unemploy- 
ment, shorter hours and less over- 
time. From them you could 
picture an collapse in 
demand that throw the 
country into a real full fledged de- 
pression. Put these statistics, in 
the first place, are always late in 
being published, but more impor- 
tantly, the consumer is not a sta- 
tistic. We are all consumers and 
we all have our own individual 


postponable pur- 


seems to be a certain 


merchandise when 


with rising 


eventual 
would 


ideas and reasons for our actions. 

Because five million persons, of 
whom two million are habitually 
out of work, good times and bad, 
of a working force of some 67 mil- 
lion, are unemployed, is no real 
good reason to jump to the con- 
clusion that everyone is going to 
become cautious and go on a buy- 
ing strike. Actually the percent- 
age out of work is not high and 
there are today many methods of 
alleviating the temporary pinch on 
those who are not drawing regu- 
lar salaries. There is the sever- 
ance pay in many industries, 
which helps at the beginning of a 
layoff. Then there are the annual 
Wage agreements, similar to those 
in effect with the automobile com- 
panies, 
ment insurance in all states. 


and of course unemploy- 


In checking around the country 
you will find many so-called un- 
employed who are not as yet wor- 


ried by the temporary reduction 
of income. They have some re- 
serve because savings have held 
up extremely well during the last 
few prosperous years. They also 
have income from some of the 
available sources just mentioned, 
and what is more important, a 
confidence in the fact that they 
will soon be back on the job. 
Whether this confidence is justi- 
fied is another matter for argu- 
ment. 


Confidence Still Good 


People have become accustomed 
to a rising standard of living. 
They have had more of the good 
things of life, and it is human na- 
ture not to want to give up easily 
a mode of living to which you have 
become accustomed. Like a busi- 
ness concern that will continue to 
pay a long established dividend, 
even when not earned, if it can see 
daylight ahead, most people will 
not adjust quickly to a change in 
circumstances. 

We are an optimistic people, and 
although we could become dis- 
couraged, the present 
doesn’t seem as yet to have done 
much to undermine the confidence 
of the consuming public in a re- 
vival of the prosperity we have 


recession 


had for a number of years. 


Patterns Differ 


It is, of course, entirely possible 
that economic factors might be- 
come so adverse, the Federal Gov- 
ernment so slow in putting into 
operation active stimulants, and 
business management so fearful, 
that the optimism of the publi 
could be upset. The odds, how- 
ever, would seem to be on the side 
of some Government stimulants i! 
this election year. Such stimulants 
could set off a chain of economic 
events that would bring the reces- 
sion to an end. What 
changes will do, or w] 
the recession to 
never know, 
recession is 
must bear i 
recession ha 
and that con 
} nlotte 1 


Ve pi 


ou and other 
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consumers continue to consume 
has aroused investment interest in 
companies that primarily cater to 
your wants. In fact, the rush for 
this type of investment has rele- 
gated most cyclical stocks to, at 
best, a static position in the mar- 
ket. Food chains, confectioners, 


beverage companies, food proces- 
sors, to name a few, and of course 
the public utilities, which today 
are once again accepted as steady 
earners, are receiving high praise 
as depression proof investment 
vehicles. These stocks have in 
many cases been making new 
highs on the Exchange despite the 
fact that the market as a whole is 
still some 15 per cent below its 
1957 high. 

The cyclicals, on the other hand, 
have either been neglected or sold 





THIS EMBLEM of 


THE COMMERCIAL UNION GROUP 


means 


A Bulwark of Protection 





- Anchora Salutis” 


is an excellent free translation. 


of timber to hold a dam fast 


a beneficial outcome, 


of Protection 


HEAD 
OFFICE 


One Park Avenue 
New York 16, N.Y. 





A Bulwark of Protection. 
sion of the motto in the above emblem of The Commercial Union Group 


Analyzing the expression from its Latin origin, ““Anchora’’ to 
the Romans meant almost anything which could be regarded as a sure 
physical support, but more specifically it referred to an arrangement 
in other words, a ‘‘bulwark.”’ 


“Salutis’” in the Latin, primarily refers to promoting health and 
safety, a means of promoting it, or something which is conducive to 
What better way to sum this up than with 
the single word, “‘protection.”’ 


And it has been an honest motto, for each conflagration, 
each economic disturbance that has passed into history has 
left the affiliated companies of The Commercial Union 
Group still protecting the property and well-being of 
their policyholders, and still meeting every obligation 
fairly and promptly. ‘Anchora Salutis’°—A Bulwark 


MEMBER COMPANIES 


Commercial Union Assurance Co. Ltd « Ocean Ac- 
cident & Guarantee Corp., Ltd * American Cen- 
tral Insurance Coe California Insurance 
Co* Palatine Insurance Co. Ltd» Com- 
mercial Union Fire Insurance Co. 
of N.Y.* Columbia Casualty 
Co * Union Assurance 
Society Ltde British 
General Insur- 
ance Co. 
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to the point where many of them 
have been so well deflated that it 
is a wonder they don’t attract buy- 
ing. This reluctance to buy a qual- 
ity stock such as Union Carbide, 
as an example, is probably due to 
a fear complex built up in the 
minds of investors that the reces- 
sion is far from over and that they 
just know we are going to have 
further bad news. A strange quirk 
here, is that the worst news we 
could get would be a buyers’ strike 
against high prices, which would 
affect the earnings of many of the 
companies whose stock is being so 
avidly bought by investors today 
and at steadily higher prices. 


Defensive Stocks 


The consumer is no doubt the 
fair haired boy today. Many in- 
vestment portfolios have been re- 
vamped so as to hold a high 
percentage of the so-called defen- 
sive type of securities. The result 
is that the yields on many such 
stocks have been reduced to 
where they are not much better 
than bonds, and _ considerably 
lower than would normally be ac- 
cepted by investors for this type 
of security. The price in relation 
to earning power is also higher 
than normal, despite the fact that 
the earning power of such com- 
panies has little dynamism. 


Temporary Haven 


True, the defensives slowly in- 
crease earnings, but there is little 
growth outside of the growth that 
comes with a rising population. In 
buying them you do have a tem- 
porarily safe haven, as far as divi- 
dends go, but the trend in the 
economy should be _ carefully 
watched so as not to be too heavy- 
ily invested in defensives long 
after the recession has turned 
into a new era of prosperity. It 
is so easy to mesmerize oneself 
with a satisfied feeling of secur- 
ity, and the longer you do, the 
harder it is to see the changes 
that come about in the economic 
outlook. 

It was not so long ago that 
growth stocks were all the rage, 
and the majority of investors were 
projecting far into the future the 
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The Apeco Uni-Matic Auto-Stat is the world’s fast- 
est, easiest to operate, all-purpose copy-maker. The 
original to be copied is inserted into machine . . . the 
copy feeds right out . . . original is instantly returned. 


Look Alike Copying 


The Apeco Uni-Matic Auto-Stat produces white 
copies that look exactly like the original. Whites are 
copied white, blacks are copied black—and middle 
tones in grays of equal intensity. 


Send for new FREE BOOK 


Tear off and mail this Air Mail 
Postage Paid reply card. 





Fo oe _— . 


at oe iT IN 
i ANY WHERE *» 


Copy in Fl VE Colors » « « anything written, printed, typed, 


drawn or photographed, right in your own office. 
The brand new Apeco Uni-Matic Auto-Stat is the greatest advance- 
ment in office copying in the last ten years. It is the culmination of 
many years of research and engineering by America’s leading manu- 
facturer of office copying equipment. 

This revolutionary new machine makes copies in less than half 
the time of any other photocopy maker. It is so simple to operate— 
anyone is an expert the first time he uses it. The Apeco Uni-Matic 
Auto-Stat copies from any original—any color—on opaque or 
transparent paper... printed on one or both sides. It is handsome, 
compact, and light weight. Offers hundreds of time and money sav- 
ing uses for every business at a price within the budget of the 
smallest firm. 


ALSO AVAILABLE ON LOW COST LEASING PLAN 








American Photocopy Equipment Co. 
2100 W. Dempster St., Evanston, lil. 

Rush me, without obligation, your new free 
book on the revolutionary new Apeco Uni- 
Matic Auto-Stat. I understand this book 
explains office photocopying applications in 
detail and shows how my business can greatly 
benefit by the use of this modern copy-maker. 
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Individual____— cities ——— ao ; 
In Canada: Apeco of Canada, Ltd., 134 Park Lawn Rd., Toronto, Ont 


In Mexico: Apeco de Mexico S. A., Ignacio Estva #7 
Esq. Jose Moran, Mexico 18 D. F., Mexico 
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INSTANTLY COPIES ANYTHING AUTOMATICALLY 


UNI-MATIC 


No matter what copy machine or method you now 
use you will be interested in knowing how the excit- 


ing new Apeco Uni-Matic Auto-Stat can save you Instantly copies letters, invoices, receipts, charts, blueprints, photographs, 
quotations, drawings, catalog pages—anything 


time and money by cutting costly office paper work. 


A LIBERAL TRADE-IN OFFER ON ANY COPYING 
EQUIPMENT IS AVAILABLE FOR A LIMITED TIME. 
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AMERICAN PHOTOCOPY EQUIPMENT CO. 
2100 W. Dempster Street 


Evanston, Ill. 
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READ THIS 
NEW BOOK..: 


explaining in detail the new Apeco Uni-Matic 
Auto-Stat and how you can use this revolutionary 
copy-maker in your business? 





{ 


TEAR OUT AND MAIL THIS AIR MAIL 
POSTAGE PAID REPLY CARD TODAY! 
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hopes and plans of our strongest 
companies. Then the _ iridescent 
bubble of progress was pricked by 
a loss of confidence. Today a simi- 
lar, though highly conservative, 
bubble is being inflated. It will 
likewise lose its brilliance when 
recession fears recede and it is 
realized a portfolio not only needs 
protection but must grow with the 


times. 


Plus Factor 


When we raise our vision above 
the clouds of doubt we find we 
are still a vibrant, growing nation, 
with a steadily rising population, 
au rising living standard and that 
we are pouring millions of dollars 
into research every vear on new 
products. The consumer, a stabil- 
izing force today, is going to want 
those new products tomorrow. 

So confidence will return to 
business one of these days, and 
as an investor you may find it 
hard to believe a turn has come. 
You may vacillate, wondering 
whether it is advisable to become 
more aggressive in your invest- 
ment planning. You have protec- 
tion in consumer defensive stocks, 
but if bought at inflated prices, 
those same stocks can undermine 
growth. The time is approaching 
when a different portfolio balance 
will be a necessity, and to have 
plans to anticipate that adjust- 
ment should bring gratifying re- 


sults. 


Five New 
Occidental Policies 


14 ccidental Life 


INSURANCE COMPANY OF CALIFORNIA 


Home Office: Los Angeles / W. 8. Stannard, Vice President 


We pay Lifetime Renewals...they last as long as you do! 


——_ A HELPING HAND whew the going gots ROUCH 


itunes, 


Whenever the pace gets a little rough and a fellow needs some help, our 
Agents know they'll get our cooperation —100%! Northern Assurance has 


been an Agency Company for over 100 years 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 


THE ene cis CO. Ltd. 





ADVERTISING FACTS AND FOLKS 


Get Action from Advertising 
with Count-Down Principle 


m surance men need to practice “more 

Insurance Impact on Public and more salesmanship and adver- 
tising,” said Frank G. Harrington, 

Jr., of Insurance Company of 

North America. He told an insur- 


HOW TO GET ACTION: In a talk 
before the Eastern Round Table of 
the Life Insurance Advertisers 
Association, Alfred J. Seaman of 
Compton Agency urged insurance 
men to “borrow a principle from 
Cape Canaveral and use the count- 
down principle” to achieve action 
from advertising. 

Here’s his count-down check list: 

7. Is the ad built to motivate to- 
ward a general or a specific sale? 


6. Does the ad contribute to the 
Company image we want to create? 
5. Does the ad build stature for 

the agent? 
4. Does the ad contain the sales 
hook for merchandising to agents? 
or broker as 


Then—if it does— fa 

P , . de you would you 

3. What is the advertising de- 
‘ A doctor or lawyer ‘ 

partment doing to communicate ' 

this to the other members of the 

team? Be specific! 


2. What are the public relations 


» > tyes for . . 
Ps opl doing to transter this to the The picturesque little New England com- 
public through its own channels? munity and the villager riding up the 
What are they doing to relay it to hill in his sleigh just seem made for 
hoe -- r} , on each other. That's what the VanSant- 
policyholders? What are they do- Dugdale ad agency thought, so they 
ing to relay it to the press? Be made a composite picture of two prints. 
Scene was used to illustrate an ad for 
: U.S. Fidelity & Guaranty. Only when 

1. What are promotional men they heard from a former resident of 
doing to harness and increase this the Vermont town pictured, did the 
saat : ate s tied in agency learn that they had combined 
power? Are the sales tools tied in opposite sides of the same town. Coin- 
with the advertising? Be specific! cidence plus! 


j | 
Select and consult ~~ 
an independent 


imsurance agent 


spe cific! 


60 


ance conference at Ohio State Uni- 
versity that the insurance indus- 
try has failed to make an impact 
on public consciousness commen- 
surate with its size and scope. 
This failure is partly due to the 
fact that “our industry works be- 
hind the scenes. When it comes to 
telling our story, we are behind the 


times.” 


NEW CAMPAIGNS: State Farm 
Mutual launched a national cam- 
paign in April to aid banks in get- 
ting automobile financing. Ads are 
headed “‘Buy That Car... .” 

National Association of 
tual Insurance Agents asks 
Your Insurance Agent a Puppet?” 
in a new pamphlet offered to mem 
bers as a mailing piece for clients 
and prospects. Copy emphasizes 
doing business with local inde- 
pendent agents. 

John Hancock has expanded 

its weather services in the Boston 
area with floodlighted billboards 
The boards greet traffic entering 
Boston on seven major routes 
Weather forecast, time and tem- 
perature are given. 
.. . American Insurance of Newark, 
N. J., has distributed to agents a 
sales promotion kit dramatizing 
inder-insurance. Kit, labeled ‘Pre- 
scription for Coverage Anemia,” 
features a full color model card- 
board house which can be easily 
put together. Cost estimator for 
homes and commercial buildings is 
included, with newspaper ads and 
radio scripts for local use. 

New York Life has built a 
new ad campaign around its adap- 
tation of life insurance contracts 
to meet “today’s new patterns in 
living.” The 31st in company’s 
continuing series on “Should Youn 
Child Be...” features Dr. Edward 
Teller of the University of Cali- 
fornia in a discussion of science as 
a career. 

... The Atlantic Companies again 
offer a series of advertisements for 
independent property and casualty 
agents to use in conjunction with 
the national campaign of the Na- 
tional Association of Insurance 
Agents. Each ad provides space 
for the NAIA seal and the agency 
signature. A complete set of mats 
is offered by the company for $5. 
Agents can also obtain free re- 


Continued on page 84 
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Handy Chart Figures 


Continued from page 35 


SPECTATOR’S Handy Chart totaled 
$7.4 billion in 1957 compared with 
$6.5 billion in 1956. Of this total, 
the stock companies showed a writ 
ten premium aggregate of $4,958, 
253,826 in 1957 and $4,305,037,915 
in 1956. The mutual 
wrote premiums of $2,119,852,539 
last year and $1,886,641,032 in 
1956. Reciprocal written premiums 
were $378,659,110 in 1957 and 
$341,921,377 in 1956. 


companies 


Total of Three Groups 


Both premiums earned and losses 
incurred (including adjustment ex 
pense) for the casualty groups ros 
about $800 million in 1957 with 
the earned premium increase about 
$120 million larger than the in- 
Adding the three 
aggregate earned 


crease in losses. 
groups together, 
premiums went up 
billion in 1956 to $7.1 billion 
1957. At the same time aggregate 
losses incurred rose from $4.1 bil- 
lion to $4.9 billion in THE SPECTA- 
TOR’S Handy Chart totals. 


» 


: : yA 
trom about $6.5 


Among the 
stock 
rose from $4,133,678,978 in 1956 
to $4,762 
losses incurred went up from $2,- 
669,347,780 for 1956 to $3,236,517,- 
642 in 1957. This brought the ra- 
tio of losses incurred to premiums 
earned for the stock 
from 64.6 per cent in 1956 to 67.9 
per cent last year. 


separate groups, 


casualty earned premiums 


,394,959 last year. Stock 


companies 


The mutual casualty companies 
had similar changes in the earned 
premiums—losses incurred area, as 
earned premiums climbed from $1,- 

836,454,088 for 1956 to $2,037,367.- 
521 last year. Losses incurred fo1 
this group went up from $1,287, 
496,945 for 1956 to $1,428,056,395 
in 1957. So the mutuals’ ratio of 
losses incurred to premiums earned 
remained steady at 70.1 per cent in 
both 1956 and 1957. 

Among the reciprocal organiza- 
tions, earned premiums _ totaled 
$336,542,693 in 1956 and $359,432,- 
323 last year. Losses incurred fo: 
this group rose from $221,901,134 
in 1956 to $246,145,292 in 1957. 


Their ratio of losses incurred to 
premiums earned went up from 
65.9 per cent to 68.5 per cent in 


expense side, the stock 
underwriting 
expenses to premiums earned re- 


companies’ ratio of 


mained steady—36.1 per cent in 
1956 and 36.0 per cent in 1957 

while the other two groups had in 
The stocl 


expenses 1n 


creases in this ratio. 


casualty underwriting 


curred rose from $1,494,193,84 1 


1956 to $1,712,843,986 last 
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Their ratio of 
penses to premiums 
dropped slightly from 34.7 per cent 
in 1956 to 34.5 per cent in 1957. 

expenses for the mutual 
companies went up from $433,661, 
859 in 1956 to $498,356,801 for 
Thus their ratio of un 
earned 


These 


last year. 
expenses t 


premiums rose from 23.6 per cent 


derwriting 


in 1956 to 24.5 per cent last year. 


The mutual ratio of underwriting 


expenses to premiums written rose 
Continued on page 62 
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Handy Chart Figures 


Continued from page 6] 


only slightly from 23.0 per 
in 1956 to last 


Among 


cent 


23.5 per cent 
the 


tions, underwriting expenses went 
into the $100 million area 
from $93,952,104 in 
$106,094,496 last vear. 


as they 
1956 t 
Thus thei 
ratio of expenses incurred to pre 
from 27.9 


rose 


miums earned went per 





year. 


reciprocal organiza- 


cent to 29.5 per cent in 1957. Their 
ratio of expenses incurred to pre- 
miums written also went up from 
27.5 per cent to 28.0 per cent. 

written and_ losses 
line of insurance 
for the 140 stock 
companies in THE SPECTATOR’S 
Handy Chart. Auto lines continue 
to be the major activities of these 


Premiums 


paid for each 


are aggregated 


casualty companies—the auto pre- 
four times the 
premiums in three fire lines—but 


during 1957 the written-paid loss 


miums are about 


ratios for these fire lines increased 




















There's 


Always 


THE ONE THAT MADE YOU SICK! 


A good salesman needs no high-pressure sales approach with 


ANICO’S Complete Line of Policies. Check up on ANICO’S 


COMPETITIVE POLICIES 


COMPETITIVE COMMISSIONS. 





Family Policy. 

$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 





ANICO SALES LEADERS 


All forms of A&H. 

Complete line of 

mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 

Family Income Term Policy. 








Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 


INSURANCE 


GALVESTON, TEXAS 


Co. 


OVER 4 BILLIONS OF INSURANCE IN FORCE 


while loss ratios for the auto lines 
remained comparatively steady. 
For the straight fire 
stock casualty companies had a pre 
mium increase from million 
to $353 million in 1957 and the 
this line from 
17.1 
extended 


line, the 


$275 


ratio in rose 


loss 
39.8 per cent to per cent lasi 
their 
premiums 
$144 
loss ratio went 


to 41.8 


year. In 
line, 
million to 


coverage 


from $109 


rose 

million while the 
from 37.2 per cent 
1957. In the 
peril line, 
$47 mil- 


cent in 
multiple 
stock premiums rose from 


per 
homeowners’ 


lion to $70 million in 1957, and the 
from 12.0 in 1956 to 


last year. 


ratio 


loss 
26.4 per cent 

On the other hand, written-paid 
loss ratios for the three auto lines 
too high for prot 
but about the 
same as in 1956, according to THi 
SPECTATOR’S Handy Chart. Auto 
liability (B.I.) Premiums went up 
from $1,024 million in 1956 t 
$1,162 million last year. Loss ratic 
for this line dropped slightly from 
55.1 per cent in 1956 to 54.2 per 
cent in 1957. Auto liability (P.D. 
Premiums from $488 
million to $511 million in 1957, and 
the 


52.8 per cent to 54.9 per cent last 


remained high- 
itable operations 


increased 


loss ratio from 


written-paid 
year. In the auto physical damage 
line, the stock company premiums 
went up from $408 million to $507 
million in 1957. This 

rose from 50.6 per cent to 52.5 per 
last 


loss ratio 


cent vear. 

As indicated earlier, written pre- 
miums on all for the stock 
group went up from $4.3 billion 
to $4.9 billion last year. With paid 
losses going up from 2.1 billion in 
1956 to $2.5 billion last the 
total loss for 
the stock companies rose from 50.3 
per cent in 1956 to 51.0 per cent in 
1957. 


lines 


year, 


written-paid ratio 


the 
$617 


lines, 
from 


In other important 
stock premiums 
million to million in 
men’s compensation, from $315 
million to $385 million in group 
accident and health, from $69 mil- 
lion to $91 million for inland ma- 
rine, and from $128 million to $138 
million in fidelity. 


rose 


$666 work- 


(Copies of THE SPECTATOR’S Handy 
Chart for 1958 now available for 
$3.00 from offices in Philadelphia 
and New York.) 
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MORTALITY TABLES 


How to Live Longer: 
lt Pays to Be a Woman 


Underwriting Changes Reflect 
Steadily Declining Death Rate 


N old country doctor was once 
A asked if he had any formula 
for a long life. He did. Get some- 
thing chronic and take care of it. 
Like many of the old saws, there 
may be more than a grain of truth 
in this when we look at the longev- 
itv tables of women compared to 
men. In discussing the longer lives 
of women, now an accepted statis- 
tical fact, Dr. Louis I. Dublin, 
health statistician for the Institute 
of Life Insurance, had this to say. 
“While there is not much statisti- 
cal evidence other than absentee 
records in shops and _ offices, it 
seems quite evident that wome1 
show more inclination to take time 
out for sickness. That may be a 
long-term health factor. 
that greater care, illness by illness 
helps to ward off the ultimate 
weakening of the 
brings on death, if so, that alone 


Perhaps 


system that 


may be a contributing factor in 
making the ladies the 


sex.”” Sounds a good bit like that 


stronger 


oldtime medico. 

The average length of life for 
women in the United States is now 
73 years. For men it is 67 years. 
Since 1900 women’s expectation of 
life has increased 25 years, and 
men’s expected life span has gone 
up 20 years. 


International Picture 
Statisticians of Metropolitan Life 
have made studies of women’s lon- 
gevity on an international scale 
Nineteen countries were included 
in the study, and Norwegian 


women were found to have the 


May 1958 


longest life span. Figures shown 
in the accompanying table are fo1 
1954. In Norway, the female death 
rate from all causes is 6.4 per 1000 
per year. In the United States this 
rate is almost as good, 6.9 pet 
1000. 

In analyzing deaths from specifi 
causes, the chart shows the varia 
tions in male and female mortality 
rates. However, such data are not 
strictly comparable since the 
ures are affected bv the gener: 
level of medical practice i 
ent countries and varving cult 
Other differences are created 
modes of certifying death cau 
and classification. 

The United States, 
and New Zealand all 
rate of 4 per 100,000 
deaths caused bv tul 
the respiratory system. 
number of deaths from 
appears to occur in 
per 100,000. 

In all of the industrialized 
tries, diseases involving the 
blood vessels and kidneys are 
inant, as shown on the table. 
ly one-third of the deat] 
and Japan are attribute 
diseases. In the Uni 
Scotland, A 


New Zealand, more than 


Canada, 


of the deaths were attribut 

the cardio-vascular-renal disorders 
According to Dr. Dublin, the 

female health record is better t 

that for males at 

More boy babies are b 

babies, but apparent] 

ture’s answer to the male’s poorer 

life outlook. Almost immediately. 

the female infant records a better 

survival rate. By teen-age the girls 

are entering the period when they 

have their best hold on life. For 

the 15 to 24 age group, the male 

Continued on page 64 
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PACIFIC 
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FIDELITY and SURETY 


GROUP LIFE, DISABILITY 
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PROPERTY DAMAGE 
PLATE GLASS 
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UNITED PACIFIC 
surance Company , 


HOME OFFICE * TACOMA 

















Home Office Omaha, Nebraska 


GROWING WITH AMERICA 
SINCE 1903 World offers a 
complete line of personal insur 
ance protection: Life, Accident 
& Sickness, Medical - Surgical, 
Hospitalization. Non-€ ancella- 
ble, Guaranteed and Optional 
Renewable. For individuals, 
families, groups and franchises 
AND STILL GROWING 
World has just released the 
new Business Over-Head_ Ex- 
pense and Family Group Life 
Insurance Plans. 


T. D. Eilers, President 
WORLD INSURANCE COMPANY 
OMAHA, NEBRASKA 


_ 
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Living Longer Comparison of Death Rates in 19 Countries 


Age-Adjusted Death Rates* per 100,000 From Selected Couses, by Sex and Country, 1954 
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death rate is now three times that 
for females. Only 15 years ago, the 
male death rate of this age group 
was less than one and one-half 
times that for females. 

These bigger relative gains 
shown by females at the younger 
ages have carried more women on 
to the older age groups—where 
women have traditionally had an 
advantage over men. The woman 
of 65, for instance, has an expecta- 
tion of 16 more years, while the 
man of this age can expect about 
13 years. 

Dr. Dublin also reports that this 
greater life expectancy of women 
is reflected through almost the en- 
tire range of diseases or disability. 
Women show lower death rates 
than men from almost all of the 
major causes of death—all, in fact. 
with the sole exception of diabetes. 





Cancer Deaths Down 


This was not always the case. 
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Family Counselor... 


The Life Underwriter helps in the mak- 
ing of plans for the welfare and security 
of the family. 

Fidelity is proud of its life under- 
writers and family counselors and of 


the great job thev are doing in the field. 


Home Office 
The 60 John Street New York City 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY Casualty - Fire - Marine - Surety 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 
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Before 1945 more women than men 
died of cancer. Now the trend has 
been reversed with the cancer S T 0 pP W T C H S y ke Vv | é & 
death rate for women at most ages 
down 10 per cent. For men the When a quick decision is needed to validate the life 
cancer death rate has increased. underwriters’ “play”, easy access to authority materially 
‘ : Ls improves his scoring chances. 
In deaths from lung cancer this P 4 i 
With the home office close enough 
the past 15 year to respond by the clock instead of 
5 hi ; i the calendar, the Home Life 
Here again differences in diag- agent’s special sales and service 
nosis must be weighed carefully problems are solved in a jiffy. 


rate has jumped 180 per cent in 


and some of this increased per- Our concentrated area of opera- 
centage is attributed to the diag- 7 tions and compact agency organi- 
zation create a friendly climate for the growth of 


nosis factor. For example, the : ; ; 
policyholders’ good will and fieldmen’s good fortune. 


recorded decline in stomach cancer 


at be aloha to sreniee wert THE HOME LIFE 

in diagnosis and reporting, with INSURANCE COMPANY OF AMERICA 

fewer deaths attributed to cancer . : A 
Daniel J. Walsh, Pres. * Executive Offices: Phila., Pa. 


of the stomach as a primary site. ; ? , 
; Security and Service Since 1899 


In all countries studied, the 
death rate from accidents is mark- ol r. ee BSS 
edly lower for women. The con- — , ;' 
clusion that the feminine accident 
rate is lower is further illustrated 


in a different study conducted 
ny Metropolitan Lite. Here the THE UNITY FIRE and GENERAL INSURANCE COMPANY 


company analyzed its experience : : eke : att 
1 319.. Be 116 JOHN STREET NEW YORK 38, N. Y. 
among dependent children insured 


under a group plan covering per JOHN A. HEI 


MAGNIN, Pt 
sonnel. Over a three-year period, 
from August, 1953, through July, SILBERT KINGAN 
1956, it was found that 114% as . = 
= ; schten Statement as of December 31. 1957 
many boys under age 5 had acci- 
dents involving either surgery or ASSETS 
ia. sins ; Ss °U. S. Gove at Bonds $3,253.452.04 
hospital treatment as did girls Gain ta 1,652,381.52 
2,173,231.10 
672,897.39 
986,166.54 
$34,923.72 


Thi ‘atio increase yrorressively Common Stocks . 
This rati increased Progressive: Cash in Banks and Office 
il at ages 15 to 19 it was 3:1. Balances under 9) days 
‘ Interest Due and Accrued and Other Assets 
$9,173,052.31 


Underwriting Changes LIABILITIES 


Nearly all of these findings are Reserve for Outstanding Losses 

‘ , Reserve for Unearned Premiums 

more or less reflected In recent Reserve for All Other Liabilities 
“4° Capital Paid Up $1,000,000.00 
underwriting changes of many Surplus Over All Liabilities 1,441,132.50 


$ 977,983.77 
3,151,479.038 
2 602 457.01 


companies. Most widely p iblicized, Surplus to Pelicyholders *,441,132.50 
of course, are the favorable rates $9,173,062.31 
on women’s lives. Many companies 
now offer women rates three vears 
lower than the rates carried on 
men’s tables. There’s a psychologi- 


cal bponus here, too, for whi: 


woman doesn't love to have a few 
vears knocked off her actual age? / 

On the other hand, A&H pre- : \ OVER 
miums are invariably higher on 4 $1,165,000,000 


female risks. There’s Dr. Dublin’s Insurance In Force 


theory again regarding women’s 
<n + ree onpulonce $207,500,000 
tendency to take more time out fo P y as: neaeie 


sickness. 


+ ] M 
It seems conclusive then that 


despite a few of the inevitable flies 

in the ointment, it does occasional- Sout 
lv pay to be a woman. Unless, of 

course, you prefer a short life but 

a merry one. 


S Elinor Kinley HOME OFFICE DALLAS, TEXAS 
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NEW CONTRACTS AND POLICIES 


New York Life Adopts Program: = 
for Substandard A&H Risks 


Four Benefit Plans Included 
With New Accident Policy 


New York Life has adopted a 
substandard accident 
and sickness insurance program 
for people with physical impair- 

such persons 
issued policies 


personal 


ments. Previously, 
were declined or 
with riders excluding coverage for 
conditions relating to the impair- 
ment or adverse medical record. 
Many will now be able to obtain 
such rider by 
paying an extra premium. 


coverage without 


The extra premium will be either 
permanent or temporary. The 
temporary extra charge will be 
payable for periods of five years 
depending on the nature 
and severity of the condition. 


} 
or 1ess, 


For Further Information Circle 201 on Card 


Lifetime Accident Policy 

American Casualty of Reading 
offers four basic monthly income 
plans in its new Protector Acci- 
dent program. These are for life- 
time; 60 months, 24 months or 12 
months benefits. The lifetime plan 
pays up to 60 months when the 
insured is totally disabled and un- 
able to work at his own occupa- 
tion. After that, it pays benefits 
for life when the insured is per- 
manently and totally disabled and 
unable to work at any occupation. 
The other three plans pay when 
the insured is totally disabled and 
unable to work at his own occupa- 
tion. 

Policy is offered to men aged 18 


66 


through 74, and women 18 to 59. 


For Further Information Circle 202 on Card 


Installment Plan Premiums 

Pennsylvania Lumbermens Mu- 
tual has adopted a plan for paying 
fire and other policy premiums on 
the installment plan. 

Premium budget plan applies to 
one-year, three-year and five-year 
contracts. Premiums of = any 
amount can be put on the plan, 
operated through The First Penn- 
sylvania Banking and Trust Com- 
pany. 

After writing a policy, the agent 
receives the premium currently and 
in full. Policyholders make pay- 
ments to the bank. 


For Further Information Circle 203 on Card 


Monthly Income Term Insurance 

Confederation Life’s Pure Pro- 
tection policy offers 
term monthly income insurance. 
Minimum contract pays $50 per 
month over selected periods of not 
less than 10 years and not beyond 
age 70. Proceeds are commutable 
at 214 per cent. If the commuted 
value is not less than $2,500, there 
is a conversion privilege which 
can be used any time during the 
premium paying period. This pe- 
riod is usually five years less than 
the chosen period of protection. 

Total disability waiver of pre- 
mium may be added. Plan is not 
offered in Connecticut or Mary- 
land. 


decreasing 


For Further Information Circle 204 on Card 


Family with Decreasing Term 


A family rider covering mother 


and children, which may be added 
to most of its basic life policies, 
has been announced by United 
Life and Accident. Called the 
United Family Benefit, the rider 
is sold in units, each having de- 
creasing term—$5,000 at age 19 to 
$1,000 at age 59—on the mother. 
Level term on each child is $1,000 
to age 22 per unit. 


For Further Information Circle 205 on Card 


N. A. Accident Enters Group 

North American Accident’s new 
group department has announced 
a flexible medical plan for small 
groups of from 10 to 24 employees. 
Many of the coverages are flexible 
and can be tailored to suit the 
needs of a particular company. 

In addition to life insurance, the 
policy carries sick benefits, hospi- 
talization, and medical benefits. 
Payments are also made for emer- 
gency outpatient care, and for 
diagnostic tests outside of a hospi- 
tal. 


For Further Information Circle 206 on Card 


MM for Small Groups 

Connecticut General Life has 
added medical catastrophe protec- 
tion to its “Group Special” plans 
for companies with 10 to 24 em- 
ployees. Plan pays 75 per cent of 
covered medical expenses after a 
deductible of $100. Maximum is 
$5,000 per disability period. 

Other additions to the Group 
Special program are three new life 
plans and a hospital care schedule 
that offers benefits up to $18 a 
day. 


For Further Information Circle 207 on Card 


Ordinary for Debit Customers 
Southern Life and Health, Bir- 
mingham, Ala., has announced 
that it is now offering ordinary 
Mini- 
mum face amount is $2,000, help- 
ing to distinguish this coverage 
from the industrial contracts. Dou- 
ble indemnity, waiver of premium 
and payor benefit are available. 
An additional life premium is re- 
quired to cover the heavier mor- 
tality rate. 
Classifications eligible 


insurance to Negro risks. 


include 
professional men and women, own- 
Continued on page 68 
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ited... to sell homeowners policies 
ask the AETNA fieldman... 


An increase premium income of 35°, or more 


from the same number of customers! Substantial 
savings in the amount of time devoted to policy- 
writing, invoicing, accounting, checking renewals, 
etc. These are some of the tangible benefits which 
thousands of agents are realizing from selling 
Homeowners policies according to Aetna tested 
selling methods. Many Aetna agents make three 
sales out of every four Homeowners presentations. 


Meet Willard M. Wight, 
Special Agent, Millburn, N. J. 
Billand the agents with whom 
he works have been top pro 
ducers of Homeowners poli- 
cies, and their records 
good examples of \ 
be done. He is a gra 
Colgate University 
U. S. Navy, is a member ot 
the New Jersey Insurance 
Fieldman’s Association, and 
has served on the Board of 
Governors of Underwriters 
Club of Philadelphia. His 
hobbies include sailing, fish- 
ing, golf and ¢ 


for his local dramatic c 


are 


lesigning sets 


lub 


Because the Aetna was one of the pioneers of the 
multiple peril policy and because Aetna fieldmen 
are specially qualified by experience and training to 
help agents sell package policies, now more than 
ever the Aetna fieldman is a good man to know. 


Ask the Aetna fieldman for suggestions and litera- 
ture on how to take full advantage of the profit 
possibilities in Homeowners policies 


Meet Nelson Campbell, 
State Agent, Tampa, Florida 
A native of Virginia and an 
alumnus of th Va., Nelson 
joined the Aetna in 1940 and 
was pron 
position in 1953 
president 
Conference 
Chairman of tl i 
vention and Town Inspection 
Committee and Is presently a 

of the Florida Ad- 
VIS ory Committee. Recently 
he participated in the 
ing School sponsorec tl 
Florida Assn. of Insurz 


gents, 


{ 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY - HE WORLD FIRE AND MARINE INSURANCE CO 
THE CENTURY INDEMNITY COMPANY ¢« STANDARD INSURANCE CO. OF N. Y 
Clinton £. Allen, President 


*ANy sue” HARTFORD, CONNECTICUT 





THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 


WHY are your renewal commis- 
sions for low lapses the same 
as paid to other representatives 


for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


?) WHY are smaller renewal com- 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
Casualty Company, having 
started writing Life Insurance 


in July, 1956, already oducing ap- 
L- > 


proximately one million a week 


If you want straightforward answers to 


all of these questions write— 


E. E. BALLARD, President, 


ALL AMERICAN 


hie & Cossalls 


CHICAGO ee 


General Offices: All American Building 


PARK RIDGE, ILLINOIS 


Contracts and Policies 
Continued from page 66 


ers of small businesses, office work- 
ers, and skilled tradesmen. Men 
up to age 35 will be considered for 
non-medical insurance up_ to 
$3,000. 
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No Coinsurance Clause 

Holland-America’s Valued Busi- 
ness Interruption insurance is de- 
signed for any business with lim- 
ited exposure. 

The insured selects the number 
of work days’ coverage and the 
amount of indemnity per day he 
wants. There is no coinsurance 
clause. Under this form, both the 
placing of policies and claim ad- 
justment are simplified. 
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Student Accident Plan 

Optional accident insurance for 
school football players is offered 
in a simplified accident policy by 
the Kemper group. Accident bene- 
fits are $3,000 for accidental 
death, $7,500 for dismemberment, 
$3,000 for medical reimbursement 
and $100 for dental benefits. 

Premium rates are $2 for grade 
school students, $3 for high 
school, and $2.50 for school dis- 
trict students. The last is a new 
rate category. 

Protection for student football 
players at the school’s option re- 
quires an additional premium and 
a limit of $500 with a $25 deducti- 
ble for each injury. 
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Flexible Family Plan 

Family Security plan, providing 
flexible protection for all members 
of a family, is offered by Midland 
Mutual Life. 

Not a “package” policy, the plan 
can be geared to the needs of an 
individual family. Any form of 
permanent insurance issued by the 
company can be selected for the 
base policy, subject to a $4,000 
minimum. Added to that can be 
an Income Protection Rider, a 


Wife Protection Rider, and a Chil- 
dren Protection Rider. Insurance 
on the wife is decreasing term 
with level term to age 23 on the 
children. 
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Business Security Contract 
Equitable Life of Iowa now has 
a Business Security Special with 
a $25,000 minimum face amount. 
Featuring the full reserve as the 
cash value, this contract is par- 
ticularly applicable to split-dollar 
plans. It is participating, life paid 
up at 95, available both standard 
and special class up to age 70. 
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Family Plan 

State Life, Indianapolis, has an- 
nounced a family plan. Perma- 
nent life insurance is provided for 
the father with term protection 
for the wife and children. Chil- 
dren are covered from 14 days of 
age to 21 years. Units of $5,000 
are offered on the base policy. 
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Split Dollar Plan Adds Term 
An Executive Estate Builder 
policy offered by Continental As- 
surance is an ordinary life con- 
tract with return of cash value to 
age 65. 
feturn of cash value is pro- 


-ALI- 


‘Man! That steak was delicious! How was 
your ham sandwich?" 
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vided by term insurance equal to 
the cash value of the base policy 
until age 65, when it expires. This 
term portion can be converted to 
ordinary life at age 60 without 
evidence of insurability. 

The policy is designed to meet 
one difficulty in Split Dollar plans 
by allowing the term portion to 
pay off amount borrowed, leaving 
face amount intact. 
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Lifetime Hospital Plan 
Occidental Life of 
policy covering 


California 
will now issue a 
hospital expenses guaranteed re- 
Policy also fea- 
surgical schedule, 
benefit up to 


for life. 


$400 


newable 
tures a 
and daily hospital 
$20. There is a $50 deductible. 
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Family Plan Becomes Paid Up 
Chesapeake Life’s family plan 
in each unit, provides $5,000 whole 
life on the father; $1,250 term on 
the wife and $1,000 term on each 
child to age 22. Maximum to be 
issued on one family is two units. 
If the father dies before age 65, 
insurance on the rest of the family 
becomes fully paid up. Waiver of 
premium in the event of the 
father’s disability, 
death benefit are 
slight increase in premium. 


and accidental 


available for a 
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Contracts and Policies Notes 


Casualty, Reading, 


American 


has added coverage for 





General Agency opportunities available! 


losis to its specified disease policy. 
It has been added to both new 


contracts and those already 
force at no extra charge 
insured. 


] 


Confederation Life will convert 


Family Protection term riders for 


their commuted value at any time 
during the premium payment pe- 
riod. This is 
less than the duration of the term 


usually five years 
policy. This extension of benefits 
applies on both existing and new 


business, without additional pre- 


mium. 
America has 


ry Or 


Guardian Life of 
reduced the monthly premiu 
plans to 


salary allotment 


sixth of the semi-annual premium. 
Reduction has been put into effect 
where the 


on all current contracts, 


new minimum 


requirements are 
met. This minimum is 
7 


monthly premium of $25. 


Jefferson Standard 
nounced lower premiums 
non-participating policies 
creased dividends on pa ‘ti 
ing. Most juvenile policie 


been 


Regular 


1d 


issueaq aown 


eliminated. 
will now be 
zero. Graded death benefit 
lives of children have 
dropped. 

Mutual Trust Life of 
has made sweeping reduction 
Most 


policemen and 


occupation ratings. 
workers, 
forcement officials will 


considered for insurance a 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 











When your client 
wants to know 


ee Why ? 99 


b dom YOU RECOMMEND an appraisal 
to an industrial, commercial or 
institutional property client, give him a 
copy of our brochure, “Appraisal Pro- 
cedure It will answer the many and 
frequent questions about the need for 
authoritative appraisals to establish in- 
surable values . assure compliance 
with co-insurance clauses, provide proof 
of loss keep valuations up to date 
with current replacement costs. 

Many brokers and agents find “Ap- 
Procedure” very useful, also 
our booklet, “What The Businessman 
Should Know About Fire Insurance” 
100 pages of valuable information). A 
supply of both publications is yours 
without cost or obligation. Write 
Dept. rs 


rHE LLOYD-THOMAS co. 
Recognized Appraisal Authorities 

4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 


praisal 


First far Factual Appraisals Since 1910 


_ $50,000 GROUP ON ONE LIFE! 


Postal’s Group schedules now go as high as $50,000 
on one life on a guaranteed issue basis!* 


Ask about our flexible schedules, superimposed plans, 
Group on 10 or more lives, and high commissions! 


*In states where permitted 


Postal Life of New Yo 


GEORGE KOLODNY, President «© 511 FIFTH AVE., N.Y. 17, N. Y. 
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NEW PRODUCTS AND SERVICES 


“Road Toll” Accident Data 


Cites Excessive Speed 


Answers to 1957 CLU, CPCU 
Exams Offered in Booklets 


The 1958 edition of The Trav- 
elers book of data on motor vehicle 
accidents is now ready. Figures 
in “The Road Toll’? show that one 
out of every 67 Americans was 
killed or injured in an auto crash 
last year. 

Driver error accounted for the 
vast majority of accidents, with ex- 
factor. 
Copies of the 28-page booklet, with 
grimly humorous illustrations by 
Jerry Marcus, are available from 


cessive speed the greatest 


The Travelers. 
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Answers to 1957 CLU Exams 


In a new style this year, the 
American College of Life Under- 
writers has in booklet form the 
answers to the 1957 CLU examina- 
tion questions. Booklets are offered 
as a helpful aid to CLU candidates. 
They should not, of course, be relied 
ipon as the sole method of prepar- 
ing for these examinations. An- 
swers published are more complete 
than are required for a passing 
grade. Booklets sell for $1.50. 

This year all five parts are in- 
cluded in one volume. 
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Answers to 1957 CPCU Exams 


The American Institute for Prop- 
erty and Liability Underwriters 
now has in booklet form answers 
to the 1957 examination questions. 


70 


Answers to all questions are given, 
even though the candidate had a 
choice in taking the examination. 

The booklet is useful as a guide 
on the type of questions asked. 
However, students should not rely 
too heavily on these questions and 
answers in preparing for future 
tests. 
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Putting Leisure to Good Use 
Sixth in a series of general health 
bulletins, “Leisure Time” 
tractive booklet issued by the Medi- 
cal Department of the Equitable 
Life Assurance Society, New York. 
The booklet offers a number of 
suggestions for spending free time 
healthfully and enjoyably. It covers 
active 


is an at- 


suggestions for the busy, 
person as well as people already in, 
verge of, retirement. 
There are pointers for the shy and 


or on the 


equally valuable ones for the so- 
ciable. 

Nearly everyone could glean some 
helpful tips for better use of leisure 
time. Or if you have none, this 
booklet suggests how to create a 
little leisure for yourself. 
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Mutuals and Public Property 


The American Mutual Insurance 
Alliance offers a_ booklet titled 
“Mutual Insurance of Public Prop- 
erty.”” Booklet deals with the ques- 
tion of insuring public property 
by mutual insurance companies. 
This matter has been decided in 
most states, but is still pending in 
a few others. 
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Pocket Book for Sales Expenses 

A classified expense book is of- 
fered by the Melton Publishing 
Company to enable salesmen and 


others to with Internal 


Revenue requirements on expense 


comply 


money records. 

The taxpayer can record business 
and personal deductions on separate 
schedules as they are incurred, thus 
eliminating back reference to re- 
ceipts. Two pages for each day 
shows the city, state and date with 
ample space for names and type of 
entertainment. 

A continuous 
commissions and expenses brings 
records up to date, and can be 

Detachable 
provided in 


sales, 


record of 


audited at a_ glance. 
summary 
duplicate to submit to employers for 
reimbursement. Books are handy 
3 x 5 inch size, fitting in a shirt 
pocket. 
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pages are 


Today's Challenge 

At a talk given before the insur- 
Club of Pittsburgh in ob- 
servance of Pittsburgh “T’ Day, 
Harold G. Evans, president of the 
American Casualty 
cussed “The Challenge of Change.” 
His talk touched on many of the 


ance 
of Reading, dcis- 


problems facing insurance manage- 
ment today, largely in the automo- 
bile lines, and is now in booklet 
form. Free copies of the booklet are 
offered by the company. 
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Guidebook on Training 

Copies of a new booklet, “A Guide 
to Good Training,” are being dis- 
tributed by the General American 
Life Insurance Company to home 
office and field associates who train 
individuals or groups. 

The 25-page booklet covers fun- 
damentals of training techniques 
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and how to apply them. It explores 
the ways in which people learn, and 
describes various elements of teach- 
ing and testing that are important 
in 


For Further Information Circle 42 on Card 


Assembles Carbons and Forms 
The J. Curry Mendes Corporation 
offers a collating and tipping ma- 
chine designed for short run custom 
carbon forms. With this Office 
Tippy, forms printed on duplicating 
equipment can be assembled by any 
office a No special skill is 


red lired o operate tne machine 
i < aa ahieae aiidi . 


The operator’s left hand feeds the 
carbon, the right hand the printed 
sheets. A motor driven foot control 
releases a glue pin bar, depositing 
glue at the spots desired. Clean, 
perfectly assembled forms are 
ready for use. The Office Tippy can 
handle any sheet from _ postage 
stamp size uy 3 x 17 inches. 
There are six storage shel 
paper, carbon and finished forms, 
plus eight feeding trays. 
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New Methods Measure Deafness 

New techniques in hearing tests 
have made it almost impossible for 
a malingerer to exaggerate hearing 
loss. 

This has been reported in a study 
by J. E. Fournier, director, Com- 
pagnie Francaise d’Audiologie, 
Paris. Work was translated by the 
Beltone Institute for Hearing Re- 
search. 

Fournier states that recent tech- 
niques, which compare vocal and 
tonal audiometric curves, can pre- 
cisely measure hearing loss in spite 
of the subject’s “‘bad will and even 
without his knowledge.” 

Cases of feigned or exaggerated 
deafness arise in suits for physical 
damage compensation and in occu- 
pational compensation claims. Only 
a few rare cases of total deafness 


May 1958 


in both ears are beyond the reach heet, and can be removed to per- 
of these modern testing methods, mit changes and additions. 

observes. “Matte Tak” has similar uses 

For Further Information Circle 44 on Card The dull ““matte”’ finish permits typ- 

writing with pen, pencil o1 


yn its surface either before 


Protects Artwork, Layouts 


"ha yt Jol h« ntr j val tw . . s 
Chart-Pak has introduced { For Further Information Circle 45 on Card 


r application. 


new pressure-sensit 
“Clear-Tak” SI ‘ a 

film for masking or putting a pro- Stronger Typewriter Ribbon 

tective overlay on art work, layo Super Nylex is a new nylon type- 


\ 
Pa) 
Dal 


and charts. is easily applied by writer ribbon with a patented 


Continued on page 72 


HOW TO; 


MORE CO 
fee uaa 


To: Brokerage Service. The Prudential, Newark 1,N_J. 


PRUDENTIAL » 
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Lon weave, said to extend the typ- 
ing life of the ribbon by as much 
as 40 Remington Rand 
& Sons, textile 


worked together in 


per cent. 
and Jos. Bancroft 
manufacturers, 
developing the new ribbon. 


For Further Information Circle 46 on Card 


Automation News Bulletin 
Office 
Inc., publishes a monthly bulletin, 
“The Automatic Office—a Monthly 
Management First 


Automatic Consultants, 


teport.” issue 
appeared in March. 

Report presents original editorial 
material of interest to management 
on developments and trends in office 
automation. It also condenses ar- 
ticles from other periodicals, and 
items on related ac- 
tivities and services. 
tabbed, 
punched for 
binder 


includes news 
Each issue is 
folder 
insertion in a 


bound in a file-size 


and 
holding a 


year’s reports. 


Report Shows Cargo Thefts at All-Time High 


For insurers and the motor 
transport business, Babaco 
Alarm Systems is distributing 
a bulletin issued by the Cargo 
Protection Bureau citing the 
current list of cargo thefts 
recently reported. 

Such losses are at an all- 
time high according to Baba- 
co's report. The company's 
alarm systems for trucks are 
being increasingly used for 
protection of valuable mer- 
chandise. 





1958 THEFT LEADERS 
Rank of Cargoes Stolen From Trucks 
By Number of Thefts Reported 
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Binder is included with subscrip- 


tion. 


Subscription price is $24 a year. 
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Book Copier Takes Big Volumes 


A larger model book copier, de- 





signed to photo-copy pages from the 
largest size bound volumes, is of- 
fered by Copease Corporation. 

Unit has a copying surface mea- 
suring 14 x 17 inches. A sponge 
rubber head adjusts to the thick- 
ness of the book and produces uni- 


form contact on the copy surface. 





Mii 





<p, DRS 
5 + AaVavatava TO 
pA ae 


ay, 


-_ 


be adequately covered in case of loss?" 
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What's this "Insurance To Value" 
been reading about? How does 


that apply to my property? Will | 
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COMPANY 
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An automatic 
vides 


timing 
exposure. 


System pro- 
proper 
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Scheduling Office Help 

A Work Schedule Calendar fo 
businessmen to help forecast work 
overloads and vacation periods has 
been made by Manpower, Inc. The 
six-month is arranged s¢ 
you can chart the periods in 
extra help will be needed. 

Manpower employees do work for 
offices, 


calendar 
which 


factories, and 
houses during peak seasons, vaca- 
tions and work overloads. Work 
done on an piece-work 
customer's 
or in Manpower offices. 


stores ware- 


hourly or 
basis, on the premises 
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Booklet for Direct Mail Users 
The Direct Mail 
pany offers a helpful 
let to anyone 


Printing Com- 
36-page book- 
using direct mail ad- 
vertising. “Photo Offset for the 
Direct Advertiser’ shows how to 
talk the offset printer’s language, 
how to save time and money pre- 
paring copy. It explains briefly the 
photo offset 
reader’s marks, and gives a number 
of profit-making ideas. 


yrocess, lists yroof- 
I 
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Agents’ School in California 
The California Association of 
Insurance Agents has announced 
the First Annual “Agents’ 
of the Far West.” School 
June 15 on the Berkeley 
of the University of Ca 
Sponsors are the Fire 
ers Association of the 
the Schools of 
University of California. 
Facilities will be 
50 students—40 
six women, four company 
men. Total $400 for tui- 
tion, room and board and supplies. 
Course will include 222 
hours on all lines of 
except life. There 
sessions five and a 
week 


School 
opens 
campus 
lifornia. 
Underwrit- 
Pacific 
Business of the 


and 


provided for 
men producers, 
and 


cost is 


class 
insurance 
will be class 

half 


sessions 


days a 
special 
and weekends. 

Those wishing to attend should 
write to the Associa- 
tion of Insurance Agents, Office 


and 
evenings 


some 


California 
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Suite A. Hotel Claremont, Berke- 


ley 5, California. 


Planning Kit for Offices 
Wood Office Institute 
has put out a portable offi 


ning kit for remodeling, or 


Furniture 


templates 
here to ie White planning 


Temp: include desks, 
partitions and files, and 
easy to lavout one offic 
board is scaled 


group. The 


to the toot 


i 
5,924 square 


A booklet 


. giving you 
feet of planning area 
giving 
kit. Price is $40. 


directions accompanies the 
Item is availa 
Institute. 


only from the 
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Plastic Binding Literature 
The Plastics Division of 
Photocopy Rentowent 
offers a free brochure showing 
-model Bindak machines fo1 
Continued on page 74 


Amerl- 
can ‘om- 
pany 


its desk 


What grade are you in? 


* TENSION ENVELOPES + TENSION ENVELOPES + TENSION EN 


ELOPES 


<) 
by 


ero 


Free “idea kit” shows you how! 


me in the mail- 
the office with 
1 gummed flap enve- 


Why lose labor ti 
ing room 


You seal without moisture with 

Tension Touch ’n Seal envelopes. 

yi ] ate at least two com- 

mailing room op- 

See reté tries love them 

iciency experts praise 

- Tot ach ’ n Seal works equal- 

for correspondence or 

ulky contents. Abso- 

‘popped” flaps! 

And pone actt ually pay for them- 

selves by red icing mail-handling 

time up to or more. 
Write for samples. 


20 per cent 


FREE 


Tension Envelope Corp. 
824 East 19th Street 
Kansas City 8, Missouri 


Please send me your FREE Envelope 
Idea Kit for insurance executives. 
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plastic bindings. The punching ma- 
chine provides ball bearing move- 
ment for the ‘‘action lever’ and a 
plexiglas guard to prevent injuries 


from the punching dies. A “‘dial-a- 


size’ selector insures accurate op- 

eration for the binding machine. 
With the booklet is a helpful 

chart which gives a check-list of 


over 100 uses for Apeco’s colorful 


plastic bindings in nearly every 
business. 
‘or Further Information Circle 53 on Card 


1 stable market for you 


sina Booklet Describes Facilities 
INSURANCE BY NORTH AMERICA Bankers National Life offers 


booklet briefly describing the com- 

pany’s line of policies and its gen- 

Insurance Company of North America, Philad lphia eral agency opportunities. Agency) 
, openings exist at present in 1 

states. Booklet will be sent on re 
quest. 
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E. P. Higgins & Co. Rental Plan for Camera 


(Frank M. Speakman Associates) Diebold’s Flofilm 9600 micro- 
film camera can now be purchased 
Consulting Actuaries Bourse Building - leased under a rental plan. Un- 
Accountants Phila. 6, Penna. ; as ¢ thie whem the 








portable camera can be rented 
for $35 a month. Its companion 
portable reader can also be rented 
for a nominal charge. Units must 
be rented for at least three 





months. 


BRANCH OFFICES IN Plan can be extended into 
. rental-purchase agreement, with 
PRINCIPAL CITIE fo the monthly payments being cred- 
ited toward the purchase price of 
the camera. 
Booklet describing the plan 
available from Diebold, Inc. 
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Rack Holds Brochures 

A wire rack that holds up to 50 
separate printed pieces is made 
by Royal Wire Products. In 
wrought iron finish, the rack was 
designed for agency offices and 
other locations where insurance 
literature is offered. 

Pamphlets are held in place by 
a lateral rod across each row. 
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Executives Bookshelf 


Making the Most of Life Insurance 

Provident 
Mutual Life, Philadelphia, and past president of the Actu- 
arial Society, has written a helpful book titled “How Life 
Insurance Can Serve You.” The author starts with simple 
principles and basic terms, then covers the practical aspects 
and various uses of life insurance. Harper and Brothers is 
the publisher. 108 pages. $2.50. 
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Sixth Edition of Adjuster's Manual 


Advance orders are now being taken for the sixth editi 
of “The Adjuster’s Manual” by Paul V. Reinartz, M. 
This is a complete reference work for laymen on accident: 
and sickness, the resulting disability periods, and possible 
complications. Written in non-technical language, it can be 
used easily by A&H claims adjusters, personne] men and 
others. 

The book has now been expanded and brought completely 
up to date. On sale in the early fall, “The Adjuster’s 
Manual” is being published for The Spectator by the Chilton 
Book Division. 
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Homeowners and Other Contracts 

An authoritative work for the Huebner Foundation series 
of insurance studies, this book by John Eugene Pierce 
analyzes the many policies which contributed to the making 
of comprehensive household insurance. Major emphasis is 
on the changes in coverage which have occurred 


“ ao ees a a } ncoilie senistinaa — aia 
Development of Comprehensive Insurance for the House- 


Coatiased on sext page 
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Bookshelf (Continued) 


hold” follows each household line of property and liability 
insurance from its origin to the present. 

Influences underlying the recent huge growth of compre- 
hensive insurance for homes are also studied. Problems in 
connection with the newer types of coverage are considered. 
Richard D. Irwin, Inc., is the publisher. 435 pages. $6.25. 
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Training for Decision-Makers 

To help executives reach accurate de 
American Management Association has l 
training technique. The exercise shows how to select 
relevant facts from a mass of data. Study is titled “Top 
Management Decision Simulation.” 

AMA states that a few hours of this intensive practice 
in decision-making simulates years of business experience 
126 pages. $4.50. 
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Study of Group Disability Insurance 

“Group Disability Insurance,” by Jesse F. Pickrell, traces 
the growth of this dynamic area of insurance. Professor 
Pickrell studies existing contracts, practices, and problems. 
A Huebner Foundation fellow, the author is presently chair- 
man of the insurance department at North Texas State 
University. 

Topics include treatment of contracts, legislation, sales, 
premium rates, reserves, underwriting, and claims. The 
work completes a trilogy on group insurance sponsored by 
the Huebner Foundation for Insurance Education. Publisher 
is the Irwin Press. 255 pages. $5. 
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WANT TO 


BOOST YOUR EARNINGS, 
MR.BROKER? rr 


Send Today for Facts on 
STATE MUTUAL’S 
© 


As any alert life agent or broker knows, it 
takes a policy with dynamic sales power to give 
your income a real boost. And State Mutual 
of America — a company that helps you 
sell successfully — has such a policy now in the 


EQUITY BUILDER WHOLE LIFE POLICY. 
The EQUITY BUILDER has been field-tested 


and has emerged as one of the fastest-selling 


policies in our entire portfolio. 


r ; ; a —— : 1 , 
for high cash values in early years, it offers sepiee® sous ont miss learning about how you 


f your in re Viail coupon 


Designed to answer the policyholder’s need (p 


a whole range of outstanding features including an 
7 - te “i for our [re hook let describing 
unusual death benefit that returns the full face ie WM othe EQUITY BUILDER in d 


fetal 


amount plus the cash value for death occurring 


. ae ‘el , . 


flexible, saleable, up-to-the-minute. WORCESTER, MASSACHUSETTS 


Please send me full information about your new Equity 
Builder policy that is also highly adaptable to Split 


Dollar and Key Man sales. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 


Stat 
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clients 
suffer from 


Building protection insurance deficiency 


THE SYMPTOMS: Refuses to face facts about rising construction costs. 
Underestimates replacement values of building contents. 
Fails to recognize need to modernize out-dated insurance coverage. 


rue cure: The American Insurance Group’s 
new “COVERAGE-TO-VALUE” Promotion Kit 


Nobody likes to face unpleasant The American Insurance Group’s nen NNER * 
facts—no matter how necessary it new “Coverage-to-Value”’ Promotion a” 

may be. That’s why your clients Kit overcomes their reluctance to 

resist the suggestion that their listen to reason. It presents “hard 

sell’ with a light touch...dramatizes 

today’s building coverage needs... 

puts every cost figure you need right 

at your fingertips. 


original building protection is now 
inadequate. 


They know costs have gone up. They 
know they've improved their prop- Use this valuable, visual selling tool 
erty and increased its contents. Yet, to increase your premiums from 
Ostrich-like, they hide from the current clients. It’s another example 
obvious conclusion. They refuse to of The American Insurance Group’s 
admit that these changes demand increased service and sales help for 
increased home protection coverage. agents. 


NEWARK, N. J. 


THE AMERICAN INSURANCE COMPANY + AMERICAN AUTOMOBILE INSURANCE COMPANY + ASSOCIATED INDEMNITY CORPORATION 
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PRODUCT FEATURE 


Reflective License Tags Are 
Inexpensive Safety Measure 


Seven States Use 
New Type Plates 


EFLECTIVE license plates 

ordinary plates surfaced with 
a material that reflects the lights 
on oncoming cars back to the ap- 
proaching motorist—provide every 
vehicle with a night safety device 
which works apart from the car or 
truck’s own lighting system. 

Seven states now provide motor- 
ists with these reflectorized license 
plates. Thus trucks, trailers, mo- 
torcycles, parked and stalled cars 
are brightly visible to approaching 
drivers at night. Law enforcement 
officers like the new plates because 
they can read a front license plate 
even in the glare of oncoming 
headlights. 

Though reflective license plates 
are no cure-all for traffic accident 
problems, they are one solution 
which helps overcome a major fac- 
tor: poorer nighttime visibility. 
Darkness accounts for a total of 
20,000 accidents a year. Lack of 
visibility is the reason for most of 
them. 

The purpose of reflective license 
plates is to make parked trailers, 
trucks and unlighted or disabled 
cars more visible to approaching 
motorists at night. They also pro- 
vide an extra margin of safety 
on moving vehicles with defective 
lighting systems. 

Besides these accident-prevention 
benefits, reflective plates help en- 
forcement officers who can now 
check. as many plates at night as 
during the day. 

In some states the decision to 


Continued on page 80 
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Headlight glare does not interfere with visibility of new reflective tags. Rear 
plates are equally easy to read at night even on cars with poor or defective 


rear lighting. 


Reflective License Plates 


STATE ISSUE 


Maine 5-year plate 


Delaware Permanent 


Louisiana 


Minnesota 


South Dakota 


Wyoming Annual plate 


North Dakota {-vear plate 


TYPE OF 
REFLECTOR- 
IZATION 
Reflective sheeting 

overall; Opaque 


numerals 


Reflective sheeting 
numerals; opaque 


background 


Reflective beads on 
numerals and border; 


opaque background 


Reflective sheeting 
background; opaque 


numerals 


Reflective sheeting 
background; opaque 
numerals 


Reflective beads on 
numerals and border: 
opaque background 


Reflective sheeting 


background; opaque 
numerals 


WHERE 
MANUFACTURED 


State Prison 


Private Industry 


State Prison 


State Prison 


State Prison 


State Prison 


State Prison 





LASTING 
DEPENDABILITY 


worthy of your 
confidence... 


...- the mark of 14K has 


earned acceptance by faith- 
ful service as a standard of 


quality. 


The Phoenix of London Group has 
set a standard of quality in the 
insurance industry — service that 
excels. Build your future serving 
and being served by the Phoenix 
of London Group. 





‘Phoenix of London Group 


55 FIFTH AVENUE »* NEW YORK 3, NEW YORK 


PHOENIX ASSURANCE COMPANY OF NEW YORK 
LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


THE UNION MARINE & GENERAL INSURANCE 
COMPANY, LTD. 








These Monthly Letters Are 
Imprinted Especially For You To Create Prestige: 


EXECUTIVE VIEWPOINTS . . . INSURED PENSIONS .. . EM- 
PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES .. 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 


Write for Sample Cepics 


CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 


180 W. Adams Street, Chicago 3, ILL. 











Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 
55 Broadway, New Yerk 6, N. Y. 
HAnover 2-5840 








Reflective Tags 


Continued from page 79 


adopt this type of plate resulted 
from citizen safety groups working 
with state officials. In Rhode Is- 
land, for example, reflective plates 
were recommended by the Rhode 
Island AAA, Rhode Island Grange, 
the Rhode Island Truck Own- 
er’s Association, Blackstone Valley 
Safety Council, and Rhode Island 
Police Chief’s Association. 

There are two basic methods by 
which license plates are reflector- 
ized, both requiring only the ad- 
dition of a relatively inexpensive 
applicator machine to existing li- 
cense plate equipment. Material is 
added at the point of manufacture, 
which in most states is the state 
penal institution. 


Sheeting or Beads 

The plates can be surfaced with 
a reflective sheeting, or coated 
with reflective glass beads sold in 
bulk. The two major suppliers are 
Prismo Safety Corporation for bulk 
glass beads (“Prismo”’) and Min- 
nesota Mining and Manufacturing 
Company for reflective sheeting 
“Scotchlite”’ 

The Minnesota Mining and Man- 
ufacturing Company reports that 
adding reflectorization to annual 
license plates increased production 
costs by 1.5 cents making tota! 
cost 12 cents per plate. An ex- 
tremely durable reflective sheeting 
is also available for states wit! 
multi-year license plate issues. 

The attitude of safety officials 
toward the advent of reflective 
license plates is summed up by 
Phil Hirsch, author of “The Night 
time Accident Problem,” summar 
ized in the October 1957 issue oi 
THE SPECTATOR. Hirsch wrote that 
reflective license plates “would im 
mediately provide virtually all 
vehicles using our streets and 
highways with at least minimum 
nighttime accident protection and 
would do much to reduce some of 
the major causes of nighttim 
traffic accidents. . . . It can be 
accomplished quickly . . . is rela- 
tively inexpensive.” 
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_ . force, and the balance on adminis- office staff of between 20 and 25 
How to Farm Out we 


trative work.” people, and a _ proportionat 
This company executive runs his greater amount of office space and 
Continued from page 43 headquarters with a staff of tw equipment,” he added. “Not only 
people. His three offices, including that, I would have had to spend 
one room set aside for sales meet- ‘onsiderable time hiring and train- 
ings, occupy less than 1,000 square ing these employees. 
“They don’t hesitate to build a feet of floor space. Investment in “Our company has applied 


fire under us if they think it’s fice equipment is less than $8,000 more than $12 million of ordinary 


necessary,” the president of one life. I doubt that we would have 


Savings to Client 


client firm told THE SPECTATOR. peen able to do a fraction of this 
“They want us to succeed because “I figure that if I were operating business had we been forced t 
that’s how Foundation makes its without the services of Founda- ope with a heavy volume of office 


money.” tion, I would by now need a home detail.” 


Foundation’s first client was 


Cardinal Life of Kentucky, headed 
by S. H. Goebel, former insurance 
commissioner of Kentucky. At the 
time, Cardinal itself had just been 
organized. 

Several months later, Foundation 
acquired Early American Insur- 


ance Co. of Atlanta as its second 


° . 3 
client. Early American’s president American Progressive’s 
is James B. Smith, former deputy popular low-cost 


insurance commissioner of West 
at SCHOOL CHILD 


“I knew we had a long way te 
go,” admitted Aldridge, “but I felt ACCIDENT POLICY 
pretty good. I think it was mostly 
because two former state insurance (issued through school system) 
officials had enough faith in mes PAYS BENEFITS OF UP TO 
and my organization t av fe 
our services.” $3,000 $7,500 $1,500 
For All Medical Expense For Loss of For Accidental 


From this modest beginning, (Even Dental Treatment*) | Limbs or Sight Death 
Foundation’s rapid growth called For Each Accident 





for additional capital for large *Dental expenses paid according to 
quarters and to convert operations schedule of payments outlined in policy, ONLY 


; é; , inj hol d and natu- 
to automation. So Aldridge sold Heated to ingary of whale, seed aan ante $ 50 


eo ay oe a SRR . ral teeth. 
$2 million worth of stock through- TE ae Ee per 
out Georgia. tions, sickness, disease, cost of eye-glasses year 
or prescriptions therefor, suicide, hernia 
and any loss covered by other insurance 
Happy Stockholders This is the famous AMERICAN PROGRESSIVE 
policy that covers student for WHOLE CALEN- 
DAR YEAR including summer session .. . on 
school premises and grounds on regular 
school days under school supervision . . . on 
: 2 stipulated school-sponsored activities 
now running at the rate of about athletic contests or physical education except 
$15,000 per month before taxes, a football (not inter-scholastic sports in N. Y.). 


happy situation for Foundation’s CIES BLE IN 
. GENERAL AGENCIES AVAILABLE 

9 . »L — > : c -_ G 

2,000 stockholders, who also showed a ¥.. tas abaes She, Cal Mb 


faith in Aldridge and his idea. Maine, Del., Vt.. Ala. & Indiana 











Although the company lived 
hand-to-mouth at the start, it has 
always operated in the black. As 
mentioned earlier, net earnings are 


The president of another Foun- Write or call for full 
dation client company, in business details and literature . 
less than a year, told THE SPECc- = 
TATOR he felt the most important AMERICAN PROGRESSIVE 
advantage of Foundation services HEALTH INSURANCE COMPANY 
“is that Foundation relieves me of OF NEW YORK 


practically all the administrative 

details of running a home office. | 20 East First Street, Mount Vernon, N. Y. 
spend 95 per cent of my time in OWens 39-4300 

the field supervising my sales 
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MARKETING BRIEFS 


Display a Star Attraction, 


Golf, Fishing, Vacation Items 


By MEL BLACKBURN, CPCU 


@ SHOW, FAIR EXHIBITS. The 
main purpose of exhibiting in a 
home, boat or hobby show, county 
fair, bank lobby, or, even, in your 
office window is to secure prospec- 
tive buyers. 
What’s new? 


want to see. 


That is what peo- 
This also means 
a new feature or use for an al- 
ready established commodity or 
service. 

Don’t try to feature all 24,267 
] f policies you 
have for sale. Select one or two 
make them 
star attractions.” 
@ A FISHERMAN IS, of course, 
interested in a “Fisherman’s 
Floater” for his equipment. A 
golfer likes a “Golfer’s Combina- 
tion,” i.e., Personal Accident and 
Comprehensive Personal Liability. 
A June bride is thrilled with her 
jewelry, silverware and wedding 
presents. A June groom is sud- 
denly aware of a breadwinner’s 
responsibilities. 


for seasonal interest, 


your ~ 


A college grad- 
uate longs for financial success. 
While a vacationer is away, bur- 
glars prey. The kiddies at camp 
need Accident insurance. The 
summer motorist needs the “Vaca- 
tioner’s Special”—Automobile, Ac- 
cident, Homeowners. 
@ WITH SUMMER CONTENTS 
VALUES soaring, everyone should 
bring his fire insurance up to par. 
To assure audience participa- 
tion in your show, display a room 
of furniture (borrowed from one 
of your department store clients). 
Invite passers-by to estimate the 
values of this furniture. Award 
the person coming closest to the 
actual retail value a $25 denomi- 
nation Savings Bond. 


82 


The entry cards will provide 
you with a_ preselected, 


made “prospect” list. Ninety per 


ready- 


cent of your contestants will guess 
“low.” You know what to say to 
via direct mail. 


To the ten per cent who guess 


them, 


high, go see them at once. They 
may well be paying too much for 


their insurance! 


@ DON’T OVERLOOK the oppor- 
tunity of getting free advertising 
in connection with a show or fair. 
Newspapers often run special sec- 
tions dealing with the show, and 
all you have to do to be included 
is to send in the data on your ex- 
hibit before deadline. 

Can’t explain it, but any release 
of this type is more apt to be used 
if it is accompanied by an 8 by 10 
glossy photograph of your com- 
modity in action. Be sure to make 
up a good explanatory photo cap- 
tion and attach it to your photo- 
graph. 


"Don't bother to explain to Jean about divi- 
dends .. . just mail ‘em to my office.” 


This is extremely practical: The 

publicity, or “free advertising,” 
you get in your local paper more 
than pays for the effort you exert 
for it. 
@ EVER ARRIVE in a city many 
miles from your own and have 
someone say, “Oh, yes, I know 
your organization. Good outfit.” 

After all, isn’t that what we’re 
trying to do? 
image in the minds of our custom- 

Our No. 1 job 
' 


is to develop a public image of us 


Implant a favorable 
ers and prospects. 


that not only pre-sells our service, 
but leads to more sales, larger or- 
ders, new business. 

@ IT’S FRIGHTENING how fast 
people can forget. Absent your- 
self from the market place and 
within three months they begin 
“Whatever happened to 
So-and-So?” In six months nobody 


to Sav, 


even wonders. 


Crucial Decisions 
In the insurance business, this 
can be of some significance. Soon 


decisions will be made regarding 


> 30% h- x73] « 7 . 7 
advertising that will affect the 


fortunes of some companies for 


the next 5-10 The crucial 


years. 
period will be the next several 


weeks, when first-quarter earn- 
ings statements will be pored over 
—when men of much or little 
faith will take actions with far- 
reaching consequences. 

@ TO INDUCE PEOPLE to drop 
everything else in order to pay 
attention to you, you must shock, 
startle, promise a reward, or in 
some other way shake them out of 
their complacency. 

You can’t expect them to listen 
to your story unless it is more im- 
portant than whatever it is they 
are doing or thinking about at the 
moment. 

Consequently, what you do 
about your outside envelope, your 
ad headline, your first ten seconds 
of an interview, each of these is 
of paramount importance. 

If you don’t get ’em into your 
store, how are you going to sell 
them ? 

@ LOOK AT one of your enve- 
lopes, letters, circulars, ads; ask 
yourself: Why should anyone open 
it? Why should anyone read it? 
Believe it? Do anything about it? 
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Agency Operations 


Continued from page 39 


Step 10. At the close of 
day’s business, the accounts 
ceivable and statement 
the bill form should be filed 
gether alphabetically by name 
insured, by month. Before 
you calculate the amount of c 
mission and net premium on 
individual accounts receival 
copies. A tape should be made 
the gross premiums, commissions 
and net premiums for the day that 
Ri aaer 


. + } 
peen posted on le 


" 
nave } 


ntrol sheet. 


Posting of —— Accounts 


Step 11. 

copies of the bi 

by month of 

and by class of business 

ly by policy number. 
At the 

account 


S ibie 

moved from file and pos 
individual companies’ acc 
rent. These company 
should then l 
sults should equal 
commissions and net 
shown on the journal 


for the month. 


Double-Checked Control 

When the accounts current have 
been completed, the accounts pay- 
able copies of the bill may be used 
1) as a duplicate expiration rec- 
ord, or (2) as an alphabetized 
monthly journal. The maintenance 
of duplicate expiration records, 
especially if filed by two different 
clerks, provides a double-checked 
expiration control. It is highly im- 
probable that two clerks would 
misfile the same bill copy. 


Alternate Step 

(An alternate step here would 
be to provide an extra copy of the 
bill set to be used for transmission 
to companies in lieu of account 
current preparation. This would 
require a 6-part, rather than a 5 
part, bill form.) 


Whether you are contemplating action. If stated correct 


changes in present procedures, or result is usually correct 
are considering the installation of 2. Avoid duplication of 
completely new ones, minimization far as possible. 


lt 


i 


clerical effort and expense Is ¢ in form design and 


prit cipal objective. We offer the will permit the 


suggestions: 


Line Up Information 


erinning 


YOU SEE AND HEAR ABOUT 
SECURITY... SERVICE. . . SAVINGS 
THROUGH AGENTS OF KEMPER COMPANIES 


Chet Huntley David Brinkley 
NBC NEWS NBC NEWS 


Jack Poor 
JACK PAAR SHOW 


Kemper Insurance again backs its agents with 
coast-to-coast television shows on NBC. Every 
Wednesday evening on NBC NEWS and every 
Monday n a iton the JACK PAAR SHOW each 
week until June 4 

Each soe fourteen million viewers will hear the 
KEMPER INSURANCE story of countrywide 
service, and full line facilities and savings oppor- 
tunities through policyholder dividends 

Equally stressed are the advantages to the policy- 
holder of doing business through the American 
agency system 

If you are interested in representing one of the 
progressive KEMPER companies, write N. C 
Flanagin, Executive Vice President, Chicago 40 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 
American Manufacturers Mutual Insurance Company 
Federal Mutual Insurance Company 
Fidelity Life Association (A Mutual Legal Reserve Company) 


divisions of KEMPER insurance 





Ad Facts 


Continued from page 69 


in reasonable 


AWARDS: 


Springfield, 


The Advertising Club 
Massachusetts, 
Merit 
Winners included 
Fire and Marine for 


sponsored an Advertising 


Award Contest. 





its Business Interruption sales vis- 
ual, and its “Freddy Fire” direct 
mail campaign. Aetna Life Affili- 
ated won first place for its “P.S.” 
national advertising campaign and 
honorable mention for its “Mere 
Markets” 

Hartford Fire was awarded a 
silver anvil by the American Pub- 
lic Relations Association in New 
York 
Fire Marshal Program. 


Fire’s local 


program in trade books. 


for sponsoring the Junior 
Hartford 
agents sponsor the 


Junior Fire Marshal program as a 


e@eeeeeeeeeeeeeeeeeeeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 





tions! 


EQUITABLE LIFE OF IOWA IN 


IOWA 


In Iowa, corn isn’t the only thing which soars to 
impressive heights. Equitable Life of Iowa sales 
do, too! And here are the general agents who, 
with their agency associates, are responsible for 
outstanding service and sales records in Iowa. 

For the fine job these men are doing congratula- 
. . from the Equitable Life of Iowa. 
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Figure of The Sower adopted as the 
official trademark of Bankers Life In- 
surance Company, Lincoln, Nebraska. 


public service in cooperation with 

school and fire officials in over 10,- 

000 communities. 
CBS-TV Films 


presented its top award for “crea- 


Sales, Inc., 
tive achievement in merchandis- 
ing’ to Nationwide for its pub- 
licity program built around the TV 
show, “Mama.” 


NEW AGENCIES: 
Miami, has appointed 
Advertising, also of Miami, as its 
agency. 

Bankers National Life, Mont- 
clair, New Jersey, has appointed 
Brudno & Bailey, Financial Ser- 
vices Division, of Westfield, to han- 
dle advertising and sales promo- 
tion. 


Southeast Life, 


Southern 


Abrams and Bogue is a new 
agency with offices in New York. 
Firm will specialize in insurance 
advertising and public relations. 


NEW FACES IN NEW PLACES: 
Douglas J. Alspaugh has been made 
life advertising manager for Aetna 
Life. John A. Callaghan is now 
assistant life advertising manager. 
Both continue to work under John 
H. Warner, director of advertis- 
ing. 

P. Ian Murray, public rela- 
tions manager for Confederation 
Life, has been elected 1958-59 pres- 
ident of the Canadian Public Rela- 
tions Society, Toronto. 

Francis M. Jackson has been 
appointed president of Allston As- 
sociates, New York, insurance ad- 
vertising agency. B. A. Allston re- 
mains as board chairman. 
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Daily Reports 


Continued from page 34 


Variable Annuities 
before Legislature 


May 2—The public urgently needs 

a new “economic weapon” 
Which will protect it against th: 
declining purchasing power of the 
retirement dollar and enable it 
to participate in the nation’s eco 
nomic growth, Carrol M. Shanks, 
president of Prudential, told New 


Jersey legislators today. 


Before Committee 

Appearing before the Assem 
bly’s Business Affairs Committee 
Mr. Shanks said: “Probably n 
segment of our population has 
suffered as much from inflation, 
and has been as_ defenseless 
against it, as our retired popula 
tion. If the problem is great today, 
it will be magnified in the future 
because of our increasing numbei 
and proportion of ‘senior citi- 
zens’.”’ 

He urged committee members to 
approve legislation authorizing 
the sale of variable annuities by 
life insurance companies. 


Use of Common Stocks 

This form of retirement income 
insurance, advocated by Pruden- 
tial, would attempt to correct this 
situation by investing annuity 
premiums over a long period of 
vears in common stocks. 

Variable annuities are already 
being sold in several states, under 
the supervision of state insurance 
departments. 


e. 

Reporting on 
Welfare Plans 
May 6—The National Association 

of Life Underwriters is or 
ganizing for a new fight on 
certain provisions of the Senate- 
passed Douglas bill to require 


registration and disclosure of wel 


Continued on page 86 
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Things every Insurance Buyer should know —-.VNo. 78 


Why an INDEPENDENT 


insurance man can serve you best 


In insurance, as in many other fields, there is no monopoly on good 
ideas. good service. or good rates. One ¢ ompany may have deve loped 
a better policy for the homeowner in some areas. Another company 
may boast lower rates on certain forms of insurance. Still a third 


may be especially noted for prompt service, 


Which of these companies should you insure with? If vou ask a 
company representative, he will usually try to persuade you that 


his company—and only his company —is best for you. 


That in fact is a good reason for buving insurance only through an 


independent insurance agent or broker... 


VY Because he represents not one but several insurance 
companies, he can be impartial in pic king the best com- 


pany for your individual needs. 


Because he’s a professional insurance man, not just a 
salesman, he keeps up with new types of insurance cov- 


erage and makes certain your insurance is up to date. 


Because he is independent, you can count on him to 
assist you with your claim when you suffer a loss and to 


represent your interests to the fullest at all times. 


Our advice: To be certain about your insurance protection 


service, see a competent, independent agent or broker, 


Business Established 1 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station « New York 5 
timore * Bostor Charlot age t - ¢ nbus Dallas - Detroit « i Ra 
+ Indianapolis + Los s lwa Minneapolis Newa H New O 
Philadelphia + Pittsburgh + Portland + St. Louis - San Fra sco eattle - Syracuse 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 








This advertisement appears in the Country's leading newspapers 





BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 


Consulting Actuaries 


Robert A. Richardson 
CLEVELAND 


Edward D. Brown, Jr. 
CHICAGO 


Jean Conrad 











Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 
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SURETY—FIRE—CASUALTY 


60 JOHN STREET 227 ST. PAUL ST. 
NEW YORK 38, N. Y. BALTIMORE 3, MD. 




















COUNTY PREMIUMS FOR 
YOUR STATE 


FROM THE SPECTATOR'S NEWEST 
MARKETING SERVICE 


“COUNTY PATTERNS OF INSURANCE SALES” 


Order your state now while copies last 


THE SPECTATOR, 56th and Chestnut Sts. 

Philadelphia 39, Penna. 
| would like to order copies of THE SPECTATOR'S "COUNTY PATTERNS 
OF INSURANCE SALES" @ $67.50 per copy. 
| would like to order the state of @ $5.00, including a one year subscrip- 
tion to THE SPECTATOR monthly magazine. 
| would like to order @ $3.00 each the following additional states 


NAME: 
ADDRESS: 


Daily Reports 
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fare and pension plans. 

The bill, S. 2888, passed the 
Senate on April 28 and has been 
referred to the House Committee 
on Education and Labor. Here 
NALU hopes to register stiff op- 
position to the section requiring 
registration and disclosure of so- 
called “level - of - benefits” plans 
NALU has no objection to “cents- 
per-hour” plans being compelled 
to register and disclose operationa! 
details. 


Level-of-Benefits ‘Clean’ 

The NALU position was ex 
plained in a_ statement issued 
through the Association’s Wash 
ington headquarters. The Associ- 
ation holds that Senate investiga 
tions during the past few vears 
revealed numerous instances o! 
abuse in connection with cents- 
per-hour plans but none involving 
level-of-benefits plans. Therefore, 
all present evidence indicates no 
need for reporting and disclosure 
with respect to the latter type ot 
plans. 


And in the Future 


May 13-14—Administrative Engineer's Con- 
ference, Association of Casualty & Surety 
Companies, Gould House, Ardsley, N. Y. 

May 19-23—Sales Promotion Workshop, 
LAA, Statler Hotel, Hartford, Conn. 

May 19-24—New Jersey Life Insurance 
Week, auspices State Association of Life 
Underwriters. 


Morley harteer 
! 
| | 


"First tell me about yourself. Are you 
adequately insured?" 


THE SPECTATOR 





Insurance 
Society, 


meeting, 


May 20-23—Annual 
Directors 


Company Education 
Skytop, Pa. 

May 26-28—International conference, Na- 
tional Office Management Association, 
Conrad Hilton Hotel, Chicago. 

June 1-4—Convention, Insurance Account- 
ing and Statistical Association, Sherman 
Hotel, Chicago. 

June 8-l|0—Midyear convention, 
Association of Insurance Agents, 
mander Hotel, Ocean City, Md. 

June 9-11—Annual meeting, South-Eastern 
Underwriters Association, Homestead, 
Hot Springs, Va. 

June 9-13—Annual meeting, National Asso- 
ciation of Insurance Commissioners, Con- 
rad Hilton Hotel, Chicago. 

June |1-12—Annual convention, Wisconsin 
Association of Mutual Insurance Agents, 
Schwartz Hotel, Elkhart Lake, Wis. 

June I11-13—CLU Examinations. 

June 1|1-i4—Convention, International As- 
sociation of A&H Underwriters, Los 
Angeles. 

June 11-!5—Annual convention, National 
Association of Public Insurance Adjusters, 
Traymore Hotel, Atlantic City, N. J. 

June 17-20—Annual meeting, Million Dollar 
Round Table, Banff Springs Hotel, Banff. 

June 17-20—Convention, International Con- 
ference Industrial Editors, Washington 
B.S. 

June 22-25—Convention, 
tising Conference, Clauson's Inn, 
Falmouth, Mass. 

July 21-Aug. 22—School for Mutual Agents 
Oberlin College, Ohio. 

July 24-26—Convention 
tion of Life Companies, 

August 2!-23—Convention 
tion of Mutual Insurance Agents 
Hotel, San Antonio, Tex. 


Maryland 
Com- 


Insurance Adver- 
North 


National Associa- 
Denver, Colo. 
Texas Associa- 


Hilton 





We make selling 
life insurance 
easy for you 


That's why each year more and more 
casualty agencies have been selling 
SUN LIFE policies. 

. and also that’s why SUN LIFE 
has grown continuously so that today 
we have 


OVER ONE HALF BILLION DOLLARS 
OF INSURANCE IN FORCE. 
Grow with us, we will not just put 
you in the life insurance business, but 
we will give you the kind of prompt, 


personalized service you need for a 
profitable operation. 


SUN LIFE INSURANCE 


COMPANY OF AMERICA 
105 E. Redwood St. Baltimore 2, Md. 


General Agents contracts are available 
in N. J., Del., Md., Va., Ohio., Ind., Ill 
Pa. and D. C. Write in confidence to 
B. A. Frank, Director of General Agencies 
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YOU Can Start a Chain Reaction of Sales 


by Joining the March to N.A.A.1.C.* 
Your future with this company can grow. . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and AcH! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 


There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions... 
Level A&H Renewals 


@ No Branch Offices 
To Compete With You 


Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 


@ Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept.L 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
one of America’s oldest and strongest Per- 
sonal Insurance stock companies 


American Accident Insurance Company 


of Columbia 


\orth 


FOUNDED 1886 
Licensed t operate in the 48 states and the District 
LIFE + ACCIDENT+ HEALTH 


209 SOUTH LA SALLE STREET + ILLINOIS 


CHICAGO 4 


SUBSTANTIAL HEALTH & ACCIDENT COMPANY 
DESIRES TO PURCHASE LIFE COMPANY 


Our H&A record has been outstanding . . intention to continue its 
success. 


and we have every 


We are now interested in adding a complete Life Department and frankly, rather than 
go through the slow and expensive process of development, we would prefer to obtain an 
established Life Dept. complete with key personnel. 

is the volume of We're prepared 


reinsurance 


insurance in force. 


Your location is not important. Nor 
stock exchange, 


for any mutually acceptable arrangement—outright purchase 
or similar plan. 

A confidential reply will bring you 
Board of Directors of our Company. 
Sts., Philadelphia 39, Pa. 


into immediate touch with the Executive Officers and 
Address Box +4, The Spectator, 56th & Chestnut 





“Break-Even’ Figures 


Continued from page 41 


written, e.g., agents’ commissions 
are computed as a percentage of 
premiums written. 

After having’ established 
break-even allowable 


the 
percentages 
and amounts, comparisons with ac- 
tual results can be made. The Un- 
derwriting Exhibit for the XYZ 
Casualty Company (Schedule III 
for the year 1957 presents an illus- 
tration of how Break-Even Percen- 
tage Allowables may be included in 
the underwriting statements 
reports to management. 


and 


2.6% Profit Indicated 

Schedule III shows the reported 
profit for 1957 in accordance with 
statutory requirements to be $300,- 
000. This is approximately a one 
per cent return on earned premi- 
ums. It was computed by subtract- 
ing the sum of the incurred losses 
and total underwriting expenses 
from earned premiums. The sum 
of the ratios or percentages for in- 
curred losses and claim expenses 
based on earned premiums, and 
other expenses based on written 
premiums amounted to 97.4 per 
cent. Thus, a profit of 2.6 per cent 
is indicated. This 2.6 per cent 
agrees with the net gain percen- 
tage (ratio) projected in the col- 
umns entitled Gain or (Loss) Over 
Break-Even. 

The indicated gain amounts to 


EX 
CS 
x 
Vo Fe 


AVAILABLE TO: 
General Insurance firms | now paying for 
f $10,000 annually 


Full-time Life men in Life premiums 


BNL’s plush carpet trea 
for General Agents, age 


$707,000 as compared to the re- 
ported profit of $300,000. The dif- 
ference or $407,000 is the under- 
writing penalty which arises when 
the premium volume is increased 
and written premiums are greater 
than earned premiums. This un- 
derwriting penalty might be termed 
a “financing penalty” for increas- 
ing premium volume in any given 
year, in this instance the $1,200,- 
000 excess of written premiums 
over earned premiums. Since other 
expenses are incurred on written 
premiums and profit is figured on 
earned premiums, there is always a 
“financing penalty” if written pre- 
miums are greater than earned 
premiums. 

The amount of the ‘‘underwrit- 
ing or financing penalty” can be 
verified in Schedule IV. 

The report in that schedule 
shows the total computed Break- 
Even Percentage Allowable for 
other expenses for all lines of busi- 
ness is 33.9 per cent. A compari- 
son with the 34.8 per cent stated 
in the Underwriting Exhibit as the 
break-even ratio for other expenses 
brings to light a difference of .9 
per cent between the two ratios. 
This difference is caused by the ex- 
cess of written premiums over 
earned premiums, using written 
premiums for all lines as in Sched- 
ule II, and the use of the excess 
only in the above schedule. 

It is now possible to account for 
the reported net income of $300,- 
000. It comes from the following 
sources: 


Gain or (Loss) over Break-Even Allow- 


ables for: 


Incurred Losses 
Claim Expenses 
Other Expenses 


$824 ,000 
33 ,000 
(150,600 


$707,000 
407 ,000 


$300,000 


Indicated Underwriting Profit 
Less: Financing Penalty 


Reported Underwriting Profit 


The only underwriting expense 
that exceeded the break-even allow- 
This 
should indicate to management the 
need for additional control in this 
The indicated underwriting 
profit of $707,000 is the true profit 
from underwriting operations. 
However, due to the Annual State- 
ment requirements, $407,000 of this 
amount is required to be assigned 
to the unearned premium reserve 
and the remainder, $300,000, goes 
to the company’s surplus account 
after deducting income taxes. The 
$407,000 remains in the unearned 
premium reserve until there is a 
the premium volume 


ables was “other expenses.”’ 


area. 


decrease in 
written. 


Isolates Trouble Spots 

The Break-Even Percentage AI- 
lowable analysis can be made for 
each line of business and for each 
source of business. It is helpful 
in isolating the areas requiring 
management’s immediate attention. 
Break-Even Percentage Allowables 
may be further subdivided so that 
more detailed information concern- 
ing specific expenses such as home 
office supplies or administrative 
salaries may be given to manage- 


tment... 
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ment. It is the accountant’s duty 
to acquaint management with all 
possible methods of interpreting - 
the available data to be used in Insurance and Remmsurance 
making managerial decisions. 
for experienced attention 


Report to Management ee s s ““ } es 
Of the two firms using break- USE A Lewart- Mit D OFFICE 


even data, one reports this infor- 
mation annually and the other re- NEW YORK, N. Y...................---+-116 Jobn Street 
ports it monthly. Break-even data ; 
are given to management in one ; CHICAGO, Illinois.... .......Board of Trade Bldg. 
small company. Break-even data PHILADELPHIA, Pa..... Public Ledger Bldg. 
are still really in the development : : 
stage in this firm and here it is , 
given a rating of moderate value. MONTREAL, Que., Canada 630 Sherbrooke St. West 
The other firm places great empha- 
sis on these data. The illustration 
on the preceding pages shows how ee VANCOUVER, B. C., Canada....789 West Pender Street 
this firm compares break-even data : eee : ; 
with actual pi in a report given LONDON E.C. 3, England 1 Seething Lane 
to management and the directors. 
So far, the importance of Break- 
Even Percentage Allowables and 
the value gained from using such 
information has not impressed the 
executives of the casualty insur- 
ance companies included in this 
study. There is one large company 
that expects to develop break-even 
data in the future. The executives 
of another large firm estimate the 
point of loss by using the com- 


BIRMINGHAM, Ala..... Frank Nelson Bldg. 


TORONTO, Ont., Canada......... ....-48 Front St. West 


For Brokers * Agents * Companies 
always at your service 


AROUND THE CLOCK 











pany’s current expense and loss 
ratio. 





Accountant's Commentary 

Break-Even Percentage Allow- 
able data could be incorporated in INSUREability Insures Sales 
managerial underwriting state- 
ments and reports whether thev 





, eens IF ee sas shia 
are made monthly or quarterly as Provident’s INSUREability prov 


company custom and need dictate. client a right to buy as much a 


yuarantees 


amount 


9 


The accountant should include in of his original purchase in additional $125,000 


his commentary that accompanies depending upon age — all at standard rates and re- 


each statement or report a concise ; rt 
: ; ae gardless of his health. INSUREal 
explanation of the significance of 


the spe 


t extra incentive for 
the data presented. = 


The versatility of this method continuing incentive for hin 
should be considered since it can 
be used with budget data as wel! 
as actual data. Break-Even Per- 
centage Allowable data increase 
the scope of managerial reports and 
therefore management’s under- 


+ 


standing of underwriting results. 


BROKERAGE BUSINESS INVITED 


Chattanooga - Since 1857 


LIFE ACCIDENT SICKNESS HOSPITAL SURCICAL MEDICAL 
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ANNOUNCING 





th 
annual 


NAPIA® 


CONVENTION 


TRAYMORE HOTEL 


ATLANTIC CITY, N. J. 


JUNE 11-15, 1958 


An organization of Accredited 
Public Insurance Adjusters with 
throughout the 
United States and Canada. 


membership 


“NATIONAL ASSOCIATION OF 
PUBLIC INSURANCE ADJUSTERS 


National Headquarters 
1613 MUNSEY BUILDING 
BALTIMORE, MD. 











For your convenience .. . 


The reply card on page 75 of this 
issue can be used to obtain addi- 
tional information about the items 
which are followed by card numbers 
in both the Products and Services 
and Contracts and Policies depart- 


ments. 











These Names Make News 


Continued from page 10 


America Fore Group, were 
elected board members. They re- 
place Mr. Henne and M. E. 
Peterson, who have been elected 
honorary members. 


Harllee Branch, Jr., 
president of The 
Southern Company, 
has been elected to 
the board of Gen- 
eral Reinsurance. 
He is also deputy 
chairman of the 
Federal Reserve 
Bank, Atlanta. 


Casimir Z. Greenley, director of 
insurance and safety for Inter- 
national Minerals & Chemica! 
Corporation, has been elected 
vice president in charge of the 
insurance division of the Amer- 

ican Management Association. 
E. Garrett Bewkes, Jr., has been 
appointed insurance division 
manager. 

Adolph A. Berle, Jr.. New York 
attorney, author and a former 
assistant U. S. 
state, has been elected a direc- 
tor of Nationwide Corporation, 
Columbus, O. 

I. Fraser Elliott, partner in the 
Canadian law firm of Stikeman 
& Elliott, and John W. Quigly, 
assistant treasurer of the Free- 
port Sulphur Company, New 
York, have been elected to the 
board of American Universal, 
Providence, R. I. 


secretary of 


John S. Carter, president of the 
First Camden National Bank, 
and Paul J. Cupp, president of 
American Stores, have been 
elected to the board of Provi- 
dent Mutual Life, Philadelphia. 
Isaac H. Clothier, Jr., a board 
member since 1930, has retired. 

Elliot V. Walter, president of 
Macy’s, New York; and Alanson 
R. Fredericks have been elected 
to the board of trustees of 
American Surety. Fredericks is 
a vice president and general 
counsel of American Surety, and 
a director and general counsel 
of its affiliate, American Life of 
New York. 


John L. Dell, resident vice presi- 
dent, has been elected to the 
board of New Amsterdam Cas- 
ualty. He fills the vacancy cre- 
ated by the recent death of S. L. 
Dunseith. 

Meade McMillen, CLU, has been 
elected vice president and di- 
rector of agencies of First Col- 
ony Life, Lynchburg, Va. He 
was previously superintendent 
of agencies. 

Carl S. Jones, secretary, has been 
elected to the board of Indiana 
Lumbermens Mutual. Election 
fills the vacancy created by the 
death of Byron Smith. 

Roy F. Duke, Jr., formerly assis- 
tant treasurer, has been elected 
treasurer of Colonial Life of 
America. 

Herbert Brownell, Jr.. former at- 
torney general, has been elected 
a director of American Manu- 
facturers Mutual, a division of 
the Kemper group. 

E. Hopkins has been named a 
director and resident secretary 
of Equitable Fire and Marine, 
one of the Phoenix of Hartford 

He will continue as 
manager of the Providence, 
R. I., district office. William J. 
Sinnamon, Jr., has been made 
general adjuster at the Phoenix 
home office. 

Lucien G. Gardner, Jr., of the law 
firm of Cabaniss and Johnston, 


companies. 


has been elected a director of 
Protective Life, Birmingham, 
Ala. He has been general coun- 
sel for the past three years. 

Maxwell P. Connolly has_ been 
made superintendent of agen- 
cies for American Travelers 
Life. 

Seth S. Faison has joined Johnson 
& Higgins insurance brokers, as 
assistant vice president. He had 
been manager of the insurance 
division of the American Man- 
agement Association. 

Howard Martinson has been ap- 
pointed chief underwriter for 
Intermountain General Agency, 
Salt Lake City. 

J. D. Anderson, agency vice presi- 
dent of Guarantee Mutual, has 
been elected president of the 
board of trustees of Nebraska 
Wesleyan University. 

Duane Autzen, president of the 
Portland Manufacturing Com- 
pany, has been elected a direc- 
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tor of the Insurance Company 
of Oregon. 

George L. Langreth, vice president 
of Blaw-Knox Company; Ken- 
neth C. Hewitt, a vice president 
of Mellon National Bank; and 
Joseph G. Robinson, attorney, 
have been elected to the board 
of National Union Fire, Pitts- 
burgh. 


Dr. Edison L. Bowers (I. above), chairman 
of the department of economics of Ohio 
State University, has been elected a direc- 
tor of Western and Southern Life. George 
R. Keiser, (r. above) is vice president in 
charge of home office operations. 


Arthur K. Watson, president of 
IBM World Trade Corporation, 
has been elected a director of 
The Continental, member of the 
America Fore Loyalty Group. 
George L. Armstrong has been 
elected a vice president of The 
Continental, Fidelity-Phoenix 
Fire, Niagara Fire, and Fidel- 
ity and Casualty of New York. 

The Hon. R. L. Kellock, Q.C., 
LL.D., has been made a director 
of North American Life, To- 
ronto, Canada. 

William J. Joyce, president and 
director of the Joliet, Madison 
and Peoria 7-Up Bottling Com- 
panies, has been appointed to 
the board of Illinois Mid-Conti- 
nent Life of Chicago. 

Philip W. Ness has been elected 
executive vice president of 
Alexander & Alexander, insur- 
ance brokers. Samuel H. Shriver 
was named senior vice president 
and treasurer. 

Jerome Lieberthal, builder, has 
been elected to the board of 
O’Keeffe and Goldberg Associ- 
ates, financial consultants in 
life insurance and estate-plan- 
ning. 

Howard J. Scott, formerly execu- 
tive vice president of California 
Compensation and Fire, has re- 
turned to private law practice. 
He will continue with the insur- 
ance firm on a consulting basis. 


May 1958 








AY | Year 5 








Of Lite, Health and 
Accident Insurance 


Service for Clergymen 


/ / e 
Whnistors Life and Casualty \; 


Minneapol:s, Minn. i = to, Chiteite 











#letropolitan 
Fire Assurance Company 
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PRO RATA 
TREATY REINSURANCE 


Contributes to 
Small Individual Losses 
as Well as the Large Ones 
Fire and Allied Classes 


33 Lewis St. Hartford 3, Conn. 


J. B. Carvalho, President 














UNITED 


One uniform low 
premium of $25 per 
unit of the United 
Family Benefit gives 
necessary life insur- 
ance on mother and 
all children! Father 
simply adds_ the 
Benefit. to the basic 
United Life policy 
he selects. 


Write H. V. Staehle, Jr 
Life, 8 White St., Concord 
STATES SERVED: Cal., Con 
N.J., N.C. *Ohio, *Pa., R 

*General 


FAMILY BENEFIT 


Decreasing term on wife means 
death benefit is greatest when chil 
dren are small and financial protec 
tion is most needed. Level term of 
$1,000 per unit of Benefit on each 
child. 
Insurance provided by Benefit is paid 
up in event of death of either father 
or mother. 
Wife and children have conversion 
privilege. 

Children born during term of 
Benefit automatically have FULL 
coverage from 15 days old. 


UNITED LIFE AND 
ACCIDENT INSURANCE CO. 


CONCORD N.H ESTABLISHED 1913 


C.L.U., Field Management Vice Pres., United 
N. H 


n., Del *Mich., N.H 


1., S.C. 


D.C., Me., Md., Mass 


Vt., Va 


Agency opportunities available 














fHunich 


REINSURANCE COMPANY 


OF MUNICH, GERMANY 
UNITED STATES BRANCH 














MULTIPLE LINE REINSURERS 














MUNICH MANAGEMENT CORP. 


NEW YORK 5, NEW YORK 
TELEPHONE BOwling Green 9-5532 


United States Manager 
70 PINE STREET 





_— 








SOUTHERN and FACULTATIVE DEPTS. 








1401 PEACHTREE ST. 


ATLANTA 9, GEORGIA 
TELEPHONE TRinity 5-8969 
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NORTH AMERICAN 


REINSURANCE 


Fire * Casualty * Surety 


NORTH AMERICAN REINSURA 


161 East Forty-Seconc 





STABILITY 


RREINSURANCE, TOO, through its basic service to the insurance 
industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


Midwestern Dept.: 1012 BALTIMORE BUILDING. KANSAS CITY 5, MiISSOUR 


Home Office: GENERAL REINSURANCE BLDG. 
Dept.: 610 SO. HARVARD BOULEVARD.LOS ANGELES 5. CALIFORNIA 


400 PARK AVENUE, NEW YORK 22, N. Y. Pacific 





